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COURAGE & 


The most fundamental of all virtues is courage. 





There have been found some tribes and races who do not know so much as the 
name of some of our other virtues, but there has never been discovered a 
tribe of men who do not respect courage. It is the universal virtue. 


Historically it is one of the first virtues. David and Samson and other Bible 
heroes had many faults but all of them were brave men. 


Courage is contagious. Everyone of us who is brave in his own sphere com- 
municates bravery to others. 


We may rest assured that we are doing this hard world some good if we 
stand squarely on our feet and face manfully whatever events may come. 


In the same way, giving way to fear by any one of us does much to deplete 
the stock of the life force of the world. We should face boldly, not only what 
evil powers may do to us but the consequences of our own actions, which are 
sometimes worse. 


The beginning of any worth while reformation for the rejuvenation of man 
is in the act of defiance. 


It is when a man realizes that there is something in him that is not subject to 
the whim of others, or events in the universe, but can stand out against them 
that he has begun this proper redemption. This comes when he can say and 
believe: "I am the master of my fate, | am the captain of my soul." 


Courage is evident in a life insurance agent when he can say and believe: 
"| believe in the institution of life insurance, | believe in myself, | believe in 
my company, | believe in my clients, | shall go forth daily to help those with 
financial needs, | can and must be of service before my clients will buy." 
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DEPENDABLE PERFORMANCE 














Consider the basic purpose of life in- 


surance, : 











It is devised to provide necessities 


Idn’t Think of 
You Wouldn't aiid of life for those who need them 


Going Without Fire Insurance! most —dependent women and 


How many homes in your neighbor- children who have been de- 
hood have ‘burned to the ground in 
the past few years? Very few, if any, 
isn't that right? Yet, you wouldn't 
think of going without fire insurance. Every time you insure a life you are 
Actually the danger of an owner's not 
living to complete the mortgage pay- 
ments on his home is many times at poverty and unhappiness. : 
greater than the fire hazard. | 


prived of their breadwinner. 


contributing an effective blow 


The Connecticut Mutual Mortgage 
Cancellation Plan will guarantee that a 
home can go free and clear of debt 
to the family. 


To enable Company representatives 
. to put the benefits of this Plan clearly 
and forcefully before home owners, 





special mortgage sales material has 





been prepared, such as a sales talk, 
special rate sheets, Direct Mail, de- 
scriptive literature, and other visual 


sales material. the vit denti al 
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Offices Mark Time 
on the War Clause 
as Outlook Changes 


Companies Await Devel- 
opments Across the 
Water Before Acting 


NEW YORK—Life companies that 
were seemingly profoundly interested in 
getting a war clause inserted in policies 
are just marking time at present, await- 
ing developments. When the indications 
a few months ago seemed to point to 
the United States being involved in the 
European conflict there was a general 
feeling that companies should take ac- 
There were informal conferences 
in Chicago and New York and it was 
agreed to leave the matter up to the 
National Association of Insurance Com- 
missioners that would soon hold its an- 
nual meeting in Hartford. 

Its life insurance committee met and 
adopted a resolution sympathetic with 
the desire of the companies stating that 
a war clause should be inserted for the 
protection of policyholders but agreed to 
leave the drafting of the clause to the 
companies themselves. The committee 
urged as great uniformity as possible, 
stating that lack of it would cause con- 
fusion and delay. 


tion. 


Expected Immediate Action 


At the hearing the Life Presidents As- 
sociation and the American Life Conven- 
tion representatives were both heard and 
from their remarks the conclusion was 
drawn that there would be some basic 
provision drafted that companies could 
use but it was not likely that there would 
be 2a general agreement among the com- 
panies in either association. It was re- 
ported that substantial progress was be- 
ing made in making the draft and the 
subject, therefore, was left to the com- 
panies and when a clause was projected 
then each company could take it up with 
the several insurance commissioners. 

After this, interest seemed -to lag 
in the war clause. Perhaps officials 
felt that the danger of the United States 


being involved was more remote. A few 
companies have taken steps to guard 
themselves in a modified way. Most 


companies are scanning any applications 
from aliens and some have tightened up 
on those in military service of any kind. 


Action Now Postponed 


It is stated it may be a 
weeks before any action is taken, if any 
seems to be necessary. The subject, 
therefore, is in status quo. At one time 
there seemed to be a very great desire 
on part of executives to have sOme ac- 
tion taken but evidently this ardor has 
died down very materially. Seemingly 
nothing will be done unless war develop- 
ments become more serious. 

A number of general agents had their 
men make a drive for young men of 
military age, telling them to get under 
the line before a war clause is adopted. 


number of 


Northwestern Mutual Men 
Hold Annual Gathering 


The first half of 1940 was generally fa- 
vorable when viewed from the life 
insurance angle, President M. J. Cleary 
of Northwestern Mutual Life reported 
in an address in the opening session of 
the Association of Agents gathering 
held in Milwaukee. The one disappoint- 
ing factor was the scarcity of suitable 
securities in which funds could be in- 
vested and the exceedingly low rate of 
interest obtainable on sound investments, 
he said. These low rates of return on 
investments have not resulted in a ma- 
terial increase in the use of capital, but 
have discouraged thrift and saving. The 
statement that present interest levels 
serve a helpful national purpose is open 
to serious question, Mr. Cleary declared. 

New business for the first half vear is 
greater than in the same period a year 
ago, and the last four months have been 
particularly good, Mr. Cleary said, av- 
eraging more than 30 percent above the 
same months in 1939. 

Property Sales Are Improved 

“Sales of farm and city properties have 
been good and the sale price shows a 
satisfactory margin above the value at 
which these properties were carried on 
our books,” Mr. Cleary commented. 

“Nearly $14,000,000 of interest came 
due on bonds that were not in default at 
the first of the year. Every dollar of 
that interest was received in cash. These 
bonds are obligations of governments— 
federal, state and local; railroads; utili- 
ties—public and private; industrial cor- 
porations and educational institutions. 
Our experience indicates a healthy finan- 
cial condition in these wide and impor- 
tant fields. 

“We are hearing and will continue to 
hear much about national safety and pre- 
paredness. Preparedness does not con- 
sist alone of guns, tanks, ships and 
planes. These things are necessary tools 
in a preparedness program. By them- 
selves, however, they are dead, helpless 
things. To give them life and _ utility, 
they must be manned by a personnel that 
believes in and has enthusiasm for the 
policies and the institutions that are to 
be defended and preserved. 


Confidence Depends on Security 


‘Men and women who look to the fu- 
ture with fear and uncertainty as to the 
social and economic independence of 
themselves and their children do not 
generate much confidence, determination 
or enthusiasm. What governments can 
assure in this respect does not and will 
not satisfy the ambition and purposes of 
the vast percentage of Americans. 

“Life insurance can look back with 
pride and satisfaction on its record of 
service in this respect. That service has 
brought hope, confidence and courage to 
millions of Americans in all walks of 
life. It has resulted in disappointment 


The main competitor in anything of this 
kind would be government life insurance 
and companies may have held back on 
the adoption of a clause knowing that 
if one were put in, making restrictions 
on young men liable to be called to the 
colors, sales resistance would be greatly 
increased. 


to a surprisingly small number. It has 
built faith in and loyalty to our way of 
life and to our institutions. 

“We of the life insurance fraternity 
are not egotistical when we say that no 
other field of activity or service has con- 
tributed more. None has contributed 
with greater certainty and satisfaction to 
those who relied on it. 


Fine Opportunity to Serve 


“Never before have we had a greater 
opportunity and obligation to serve our 
patrons and our country. As we solve 
the problem of the individual, we make a 
contribution to the solution of the prob- 
lem of the nation. As we lift fear and 
uncertainty from the shoulders of a citi- 
zen, we give the nation a citizen who has 
hope, courage and loyalty. We give the 
nation a man who will defend our insti- 
tutions with vigor and enthusiasm. 

“The mental attitude and morale of a 
people is a factor of transcendent im- 
portance in a program of preparedness 
for any purpose. We can serve as no 
other group can in this all important 
phase of America’s present need. It is 
a high privilege to have that opportunity 
and a solemn duty to meet it. Life in- 
surance and its hundreds of thousands of 
men and women in the offices and in the 
field will do their part.” 


Meeting Has Patriotic Theme 


The home office auditorium was 
packed and an overflow listened to loud 
speakers in adjoining smaller halls when 
the convention got under way. There 
were patriotic opening exercises and the 
entire meeting, even to announcements 
and programs, carried the red, white and 
blue colors. 

Clarence E. Smith, 
cago, association 


special agent Chi- 
president, gave the 
convention theme, “We Defend and 
Promote the Real American Way.” 

“The institution of life insurance typi- 
fies the true spirit of America. It has 
played a vital part during the last cen- 
tury in building America into the most 
powerful nation of all time. In every 
crisis it has held firm. Today it stands 
as a bulwark against forces which seek 
to undermine American institutions. The 
history of the Northwestern Mutual 
the history of a free people, the history 
of what initiative, invention and _ indi- 
vidual enterprise can accomplish without 
enslavement. We are proud of the record 
of life insurance.” 


Hill Awards Production Honors 


After presenting officers and members 
of the managing committee, Mr. Smith 
introduced Grant L. Hill, director of 
agencies, who presented, by groups, the 
company and association honor winners. 
These names and the accomplishments 
for the most part were published in 
the previous issue. Names and pictures 
with achievements of the leaders were 
displayed in the vestibule of the audi- 
torium, converted into a “court of 
honor.” Colorful state shields were ar- 
ranged around the auditorium in the 
order the states are credited for total 
lives insured during the past five years. 

The principal award winners include 

(CONTINUED ON PAGE 4) 


Insurance Cabinet 


of the U $. Chamber 


Has Been Appointed 


Esmond Ewing, Vice-pres- 
ident Travelers Fire, Is 
Designated as Chairman 
WASHINGTON, D. C—Fifteen of 
the country’s leading insurance execu- 


tives, representing all branches of the 
business, will comprise the insurance de- 


partment committee of the United 
States Chamber of Commerce. The list 
was announced by President James S. 


Kemper, who is one of the leading in- 
surance Officials of the country, being 
president of the Lumbermen’s Mutual 


Casualty, National Retailers Mutual, 
American Motorists, Federal Mutual 
Fire and Glen Cove Mutual. Mr. 


Kemper was one of the originators of 
the insurance department of the U. S. 
Chamber, taking a conspicuous part 
in the organization for many years. He 
departs from the usual custom of nam- 
ing one of the two insurance directors 
or an insurance man who was elected a 
director from his zone, as chair man and 
appoints Esmond Ewing, vice- president 
of the Travelers Fire, as committee 
head. President Kemper thus shows his 
non-partisanship in the conduct of the 
U.S. Chamber. John L. Train of Utica, 
N. Y. president of the Utica Mutual, is 
named as vice-chairman of the commit- 
tee. 


Members of the Committee 


Others on the committee are: H. A. 
Behrens, chairman Continental Casualty, 
Chicago; B. M. Culver, president 
America Fore, New York; Edmund 
Fitzgerald, vice-president Northwestern 
Mutual Life, Milwaukee; H. J. Hagge, 
president Employers Mutual Liability, 
Wausau, Wis.; J. C. Harding, resident 
executive vice-president Springfield Fire 
& Marine, Chicago; W. W. Keith, presi- 
dent Cosgrove & Co., Los Angeles; L. 
A. Lincoln, president Metropolitan Life, 
New York; J. S. Myrick, Ives & My- 
rick, managers Mutual Life, New York 
City; Julian Price, president Jefferson 
Standard Life, Greensboro, N. C.; Paul 
Rutherford, president Hartford Acci- 
dent; J. H. R. Timanus, secretary Phila- 
delphia Contributionship, Philadelphia; 
John L. Wilds, president Protection 
Mutual Fire, Chicago; W. D. Winter, 
president Atlantic Mutual, New York. 


Comment by Mr. Kemper 


Naturally Mr. Kemper’s insurance po- 
sition causes him to take a special in- 
terest in the insurance department of 
the U. S. Chamber and undoubtedly he 
will give that particular attention. Mr. 
Kemper, in speaking of the insurance 
department and the activities of the U. 
S. Chamber along insurance lines, says: 

“Insurance has long been given a 
prominent place on the general program 
of the national chamber. It maintains 

(CONTINUED ON LAST PAGE) 








Million Dollar 
Round Table Has 
151 Members in ‘40 


Twelve of Distinguished 
Group to Appear on 
Philadelphia Program 


A total of 151 producers had become 
members of the 1939-40 Million Dollar 
Round Table of the National Association 
of Life Underwriters when the deadline 
for qualifications was reached July 1, it 
has been announced by Henry G. Mos- 
ler, Massachusetts Mutual, Los Angeles, 
chairman. 

The membership is made up of 27 life 
and qualifying members, 23 qualifying 
members and 101 life members. The 
latest and final group of registrants in- 
cludes 15 life and qualifying, six quali- 
fying and 38 life members. 

The fact that the Round Table may 
have to operate for part if not all of the 
annual meeting in Philadelphia without 
the presence of its chairman became 
known last week when Mr. Mosler an- 
nounced that, as a lieutenant commander 
in the United States Naval Reserve, he 
has been assigned to active duty. His 
assignment begins Aug. 1 at the Wash- 
ington, D. C., Navy Yard, but it is ex- 
pected that he will be able to attend the 
Philadelphia sessions. 


Round Table Hour Program 


Twelve members of the Round Table 
will combine to present the Million Dol- 
lar Round Table Hour before the Thurs- 
day morning general session of the con- 
vention of the National Association of 
Life Underwriters in Philadelphia Sept. 
26. Mr. Mosler will conduct the pro- 
gram. 

The members who will take part are: 
Edward J. Dore, Mutual Benefit, De- 
troit; Paul H. Dunnavan, Canada Life, 
Minneapolis; Walter N. Hiller, Penn 
Mutual, Chicago: Ben S. McGiveran, 
Northwestern Mutual, Eau _ Claire; 
Lowell L. Newman, Penn Mutual, Fort 
Wayne; H. Kennedy Nickell, Connecti- 
cut General, ‘Chicago: A. J. Ostheimer, 


III, independent, Philadelphia; Tom B. 
Reed, Great Southern Life. Oklahoma 
City; H. Ben Ruhl, Massachusetts Mu- 
tual, Detroit; Ron Stever, Equitable So- 
ciety, Pasadena; Dix Teachenor, Kansas 
City Life, Kansas City, and John O. 


Todd, independent, Chicago. 

The hour will be handled in the form 
of a question box, with Mr. Mosler fir- 
ing questions at the members. Each man 
will be asked three questions, bearing on 
topics with which he is particularly fa- 
miliar. The answer to each question will 
be limited to one minute. 

The members of the round table whose 
names were not given previously are: 

Life and Qualifying—Robert P. Bur- 
roughs, National Life, Manchester, N. H.; 
tichard E. Hanley, Equitable Society, 
Chicago; Walter N. Hiller, Penn Mutual, 
Chicago; John J. Kellam, Penn Mutual, 
Norwalk, Conn.; Ben S. MeGiveran, North- 
western Mutual, Eau Claire, Wis.; Lowell 
L. Newman, Penn Mutual, Fort Wayne; 
Jules J. Polachek, New England Mutual, 
Pittsburgh; Robert A. Sanders, Business 
Men’s Assurance, San Diego; Ron Stever, 


Equitable Society, Pasadena; John O. 
Todd, independent, Chicago; Malcolm D. 
Vail, independent, Chicago. 


Qualifying — Michael Alperin, Mutual 
Benefit, Boston; Harold L. Barnett, 
Northwestern Mutual, New York;I. Austin 
Kelly, III, Union Central, White Plains, 
N. Y.; John T. Moore, Connecticut Mu- 
tual, New Orleans; James H. Prentiss, 
Jr.. New England Mutual, Chicago; 
Frank G. Rollinger, independent, Sioux 
Falls, S. D. 

Life—M. Lee Alberts, Equitable 

(CONTINUED ON PAGE 9) 
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arr Statute on 
Incontestability Up 


Important Case Decided 
by U. S. Circuit Court 
of Appeals 


At conventions of attorneys interested 
in life insurance, there is almost certain 
to be a paper and discussion dealing with 
the incontestable clause. Another case 
comes to hand involving the question of 
whether or not the Alabama statute mak- 
ing policies incontestable after two 
years on ground of fraud or misstate- 
ments in the application, prevents the 
application of an age adjustment clause 
to determine the amount of the com- 
pany’s liability under a policy. It was 
considered for the first time in the case 
. First National Bank of Birmingham 

Equitable Society, coming before the 
United States circuit court of appeals 
for the fifth circuit. The plaintitf was 
attempting to recover the difference be- 
tween the face value of the policy and 
the amount paid by the company after 
the insured’s death, that amount having 
been computed under the age adjust- 
ment clause. It had been determined 
after the death of the policyholder that 
he had stated his age to be 58 when the 
policy was written, while, in fact, he 
was 57. 

Alabama Statute 


The Alabama statute provides that no 
life company shall contest a claim after 
two years on the ground of fraud or ir- 
regularities in the application, and it is 
the plaintiff’s contention that this statute 
abrogates any provision in a policy in- 
consistent therewith. However, in ap- 
plying an age adjustment clause to de- 
termine its liability a company is not 
contesting its liability under the policy 
but is construing the terms thereof un- 
der its contract with the insured. A con- 
test of the validity of the policy should 
not be confused with a contest of its 
terms or provisions, it added. It is only 
after the terms and provisions are clear- 
ly construed that the validity of the pol- 
icy as so construed may be contested un- 
der the statute involved. 

The judgment of the district court en- 
tered in favor of the plaintiff was re- 
versed on appeal and judgment entered 
for the company. The court held that 
the incontestability statute was inap- 
plicable to the facts at hand and that 
the company acted within its rights in 
applying to age adjustment clause to 
determine the extent of its liability. 


Canadian Sales Up 51/, Percent 


TORONTO—Total sales of new or- 
dinary life insurance in Canada and 
Newfoundland, for 18 companies having 
84 percent of the business in force, were 
up over 51% percent for the first six 
months of this year as compared with 
the same period in 1939, with a total of 
$188,368,000, the Canadian Life Insur- 
ance Officers’ Association reports. 


Aviation Rider Held 
Contrary to Law by 
Nebraska Court 


LINCOLN, NEB.—The supreme 
court denied the application of the Re- 
public National Life for an order com- 
pelling Director Smrha to approve a 
rider that it proposed to attach to all 
policies to be sold in Nebraska. The 
rider was in the following language: 

If any claim shall arise under this 
policy or any policy issued in exchange 
therefor, by reason of the death of the 
insured and if such death shall have re- 
sulted directly or indirectly from oper- 
ating or being in or on, or riding in, any 
kind of aircraft, whether as a passen- 
ger or otherwise, the liability of the 
company under such policy shall be lim- 
ited to the reserve less any indebtedness 
thereunder at the date of death of the 
insured, any other provision of such pol- 
icy to the contrary notwithstanding. 
This limitation of liability shall also 
apply if this policy or any policy issued 
in exchange therefor becomes paid up 
by its terms or is continued in force in 
accordance with its non-forfeiture pro- 
vision. 


Findings of the Court 


The court held’ provisions of the in- 
contestable clause, section 44-602, com- 
piled statutes of 1929, providing that 
a life insurance policy shall be incon- 
testable after two years, except for non- 
payment of premiums and violation of 
conditions relating to naval and military 
service in time of war, are exclusive, 
and after death bar all other defenses 
where the contestable period has expired. 
An action for mandamus will, therefore, 
not lie against the insurance department 
or its officers to compel the approval 
of a form rider which does not state 
in concise terms the exact coverage or 
liability prescribed by existing statutes.. 

The court said that it was not ques- 
tioned that a life insurance company 
may lawfully restrict and limit risks 
assumed by it, but that this cannot be 
done where the statutes contain a pro- 
hibition against what is being proposed 
to be done. 


Nebraska Law Provisions 


Such a prohibition exists in Nebraska 
in. the form of two laws, one requiring 
the two-year incontestable clause and the 
other that no policy issued shall contain 
a provision by which the settlement at 
maturity after the incontestable period 
shall be of less value than the amount 
promised on the face of the policy plus 
dividend additions, if any, less any in- 
debtedness to the company or secured 
by the policy, and less any premiums 
that may, by the terms of the policy, 
be deducted. 

The court said the evident purpose of 
the legislature was to end a practice 
prevalent to a considerable extent at 
the time the statutes were passed, a 
type of competition which legitimate 
companies were met with in the field, 
by which a buyer was led to believe that 
at maturity he would receive the face 
amount promised but which subsequent 





Preliminary Six Months Reports 





Ine. or Dec. Ine. or Dec. 

New Paid New Paid Insurance Insurance 

Business Business in Force in force 

1940 1939 1940 1939 

Alliance: TATE. TM). 5. «6. sicicaeids sc 5,300,817 3,695,336 + 3,201,9271 + 908,864) 
POIRCR OID TACO osu ibe 0-5:0:0-0) 0100 wie ee 6,483,292 6,381,310 +1, 300,524 +1,938,732 
POAMOTS SU06,) FB. oss ss else ees 26,384,997 27,606,964 +577,475 +1,390,094 
COEUR, AED: ce nlaiaio nis ale se seo 115 + 4,779,648 +5,154,389 
Empire Life & Accident........ +454'838 + 479,840 
Beare TACO, FORM. cacsscsvccccs + 201,221 —271,728 
Farmers & Traders Life........ + 447,421 +630,844 
Cree: ie 6! a a i ee —100,253 + 541,639 


John Hancock Mutual (Ord.). 





+ 84,096,276 


John Hancock Mutual (Ind.). 2 ; +19,094,097 —4'034/1 56 
John Hancock Mutual (Group). 05,25 28,$ +53,772,329 + 23,962,150 
EMMONS EMCO | 56.6 55:6 )p0'o-4-0-% o's 61,974,923 58, 182) bB4 + 31,964,446 + 15,184,083 
Mutual Life of Canada? ....... 21,971,762 20,552, 977 +6,774,291 3,262,606 
National Life & Accident® ..... 103,450,028 104'166,738 +34,109,529 + 32,332,790 
Occidental Life, Cal... .. soe. esse ,617,731 39,741,249 + 8,287,482 +15,119,871 
Pacific Mutual Life............ 13,835,000 16,183,000 —4,465,000 —4,048,00 
Security Life & Trust.......... ,230,7 7,029,970 +3,597,214 + 2,074,875 
United Fidelity Idfe........s0. 5,592,848 5,078,217 + 460,592 +325,451 

‘Excluding Peoria Life fund. 

“Ordinary Business Only. 


‘Figures Include Industrial. 
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Genméxe Divided on 
Investing with FHA 


Business Men's Assurance 
Conducts Inquiry Among 
25 Life Companies 


Recently 25 representatives of life in- 
surance companies were contacted re- 
garding their reasons for acquiring or 
not investing in FHA loans on single 
family residences, section 203, title II, 
by Business Men’s Assurance, ‘according 
to W. T. Grant, president. A report, 
based on comments received from the 
24 companies expressing their ideas, has 
been drawn up by Grant Torrance, 
treasurer. Fifteen companies had pur- 
chased FHA loans, while nine com- 
panies have not. Opinion on advisabil- 
ity of purchase was divided. 

Although no specific inquiry was made 
as to whether or not those acquiring 
FHA loans exercise the same care in 
selection of them as they do for unin- 
sured ones, about half of the companies 
voluntarily sent in this information, Mr. 
Torrance stated. However, several re- 
ported that they confine their invest- 
ments to those constituting 80 percent 
or less of the appraised value of the 
security and restrict them to states hav- 
ing favorable foreclosure laws. 


Attitude Toward Selectivity 


The attitude of one toward selectivity 
is indicated by the following conditions 
and limitations in its FHA policy: 
Maximum loan on new construction, 80 
percent of home office appraisal; maxi- 
mum loan on comparatively new and 
modern construction, 70 percent of home 
office appraisal; monthly payment, in- 
cluding principal, interest, taxes and in- 
surance, not to exceed 25 percent of the 
borrower’s income; most careful selec- 
tion of borrowers, including age, family, 
reputation, attitude towards obligations, 
ability to pay, future prospects and past 
record; owner occupied dwellings, and 
complete amortization in not more than 
15 years. 

As was anticipated, safety of FHA 
loans was the feature most frequently 
mentioned by those acquiring them, the 
report stated. Six companies regard fa- 
vorably net returns on FHA loans, 
whereas a like number consider them 
unsatisfactory. Those acquiring them 
express little doubt as to their safety, 
and some regard them as an indirect way 
to purchase government bonds. 

One reported it carefully selected 
FHA loans and believes wholeheartedly 

(CONTINUED ON PAGE 9) 





provisions reduced or completely voided 
through release of liability. 

Judge Carter said the Texas company 
may except the hazard of death caused 
from aviation during the contestable pe- 
riod, but the rider submitted does more 
than this in that it provides only for 
repayment of accumulated reserves when 
the policy provides that no reserve be 
set up during the first two years. By 
this the insurer absolves itself from all 
liability, and does not even promise to 
return the premium, while the rider pur- 
ports to remain in force during the whole 
life of the policy whether it becomes 
incontestable or not. 

There having been failure to prove 
that the department acted capriciously 
or neti the courts will refuse to 
interfere with what is an administrative, 
function, approval or disapproval of rider 
forms, the supreme court held. 


Mark Archer Not to Appear 


Mark E. Archer, general counsel of 
Empire Life & Accident of Indianapolis, 
who was scheduled to give paper at the 
accident and health roundtable during 
the meeting of the insurance section of 
the American Bar Association in Phila- 
delphia, finds that he will be unable to 
prepare a paper and make the presenta- 
tion. 
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Company Opens 
New Home Office 


Continental American 
Life Dedication Draws 
Many Leaders 
Continental American Life 
dedicated and opened its new 


office structure in Wilmington 
ceremonies which 


formally 
home 

last 
drew 


Saturday at 


A. A. RYDGREN 


leaders in the field force from the entire 
territory in which the company operates. 
U. S. Senator J. G. Thompson, Jr., of 
Delaware, a director and former gov- 
ernor of Delaware, and A. A. Rydgren, 
president, made the principal addresses. 

A feature was the unveiling of a white 
marble memorial plaque to Philip 
Burnet, founder and first president who 
died several years ago. His daughter 
Patsy officiated. A bronze tablet com- 
memorating the achievement of 39 field- 
men who qualified in a June campaign 
for place on the dedication committee 
also was unveiled by three vice-chair- 
men, George J. Ainbinder, general agent 
Newark; C. L. Collison, Peninsula 
agency, Easton, Md., and David Mos- 
kowitz of the Ainbinder agency. 


Lauer Opens Main Doors 


M. J. Lauer, New York general agent 
who won the title of chairman of the 
dedication committee by his production, 
cut the ceremonial ribbon and unlocked 
the main door to the edifice. 

An informal buffet luncheon was ten- 
dered the dedication committee and spe- 
cial guests, after which the building was 
thrown open for inspection tours. 

Among the special guests were Mrs. 
Philip Burnet and Gov. Richard C. Mc- 
Mullen of Delaware. 

Features of the opening were show- 
ings of the two Institute of Life Insur- 
ance talkies and a special film showing 
construction of the building. Wilming- 
ton newspapers published a special 10- 
page section with many pictures, de- 
scribing the building and telling of the 
company. 

President Rydgren Talks 

In his talk President Rydgren said 
two years of most careful planning and 
construction have gone into the building. 
“It has been designed especially for our 
needs,” he said. “Our architects have 
created an environment conducive to the 
utmost efficiency in the conduct of our 
affairs.” He paid tribute to Philip 
Burnet, the field force and all who had 
contributed to the company’s progress 
since it was founded 33 years ago. 

W. M. Rothaermel, vice-president in 
charge of agencies, officiated at the un- 
veiling of the bronze tablet. He pointed 

(CONTINUED ON PAGE 9) 


Lincoln National 
Announces Winners 


Nation-wide winners of individual and 
agency honors in the Hall month con- 
test conducted in May by the Lincoln 
National Life have been announced. 

L. C. Mascotte of Fort Wayne won the 
trophy for largest personal paid produc- 
tion. This marked the second time he has 
been awarded this trophy. He won it 
previously in 1937. Runner-up was 
Graham Hopkins of Hampton, Va. He 
was the “Most Valuable Representative” 
last year. More than 175 agents of the 
company honored A. F. Hall in his 35th 
vear as head of the company by qualify- 
ing as winners. 

Four Agency Plaques 


Four agency plaques were awarded 
for top ranking agency performance. i. 
J. Wood agency of Chicago, won the 
Class I plaque; L. S. Becker agency, 
St. Louis, Class II; Dennis Radford, 
Jr., agency, Omaha, Class III, and J. 
E. Lowry unit of the T. B. Isaacson 
agency, Salt Lake City, finished first in 
competition for the Class IV plaque. 
Agencies had been divided on the basis 
of size into four classifications. First 
place in each classification was deter- 
mined on the basis of largest average 
production of regular business per full 
time agent under contract. 





Publications Are Combined 


Don Coates’ “Texas Insurance” and 
Ogden Brown’s “Western Insurance 
Review” and “Life Underwriters Di- 
gest” have been combined into a 
weekly, “Insurance News Graphic,” 
Messrs. Coates & Brown being publish- 
ers, introducing some pictorial presenta- 
tions. Mr. Brown is manager of the 
St. Louis office and Bill Lewis, asso- 
ciate publisher, manager of the Dallas 
office. 


Big Increases Made, 
Cleary Reports 


Northwestern Mutual 
President Tells Growth 
at Trustees’ Meeting 


With total assets now exceeding $1,- 
324,000,000 for a new all-time high, and 
total insurance in force nearing the four 
billion dollar mark, the Northwestern 
Mutual Life has entered the second half 
of 1940 with a record of substantial in- 
creases in sales of new insurance for 
the past four consecutive months, Pres- 
ident M. J. Cleary reported to the trus- 
tees at a meeting in Milwaukee. The 
new paid-for insurance in the first six 
months this year amounted to 28,209 
policies, for $98,676,121, with an addi- 
tional $7,224,149 in revivals and additions 
of insurance, and $1,917,945 in life an- 
nuities. Sales of new insurance during 
the first half were $1,212,267 or 1.2 per- 
cent ahead of the similar period last 
year. 

Total insurance in force of North- 
western Mutual June 30 amounted to 
$3,927,207,647 in 1,060,347 policies, an 
increase of $28,827,979 and 12,043 policies 
over the same 1939 date, and a gain of 
$15,995,116 and 5,709 policies since 
Jan. 1. 

In the first six months, total income 
was $109,800,129, including $64,904,592 
total premium income and $27,130,752 
interest and rents. Disbursements totaled 
$76,756,088, including $2,727,200 taxes 
paid, 5,794 death claims totaling $24,- 
862,935, and $16,608,140 dividends. In 
this period payments to policyholders 
and beneficiaries amounted to $57,138,004. 
In addition $7,970,575 was paid from 
funds left on deposit, principally under 
installment and option settlements. 

Northwestern Mutual paid out more 
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about due. 


the course of a year. 


Mr. 
| verted it into ordinary life. 


Mr. Three, Mr. 


| bought $5,000. 


three more policies. 


WILLIAM H. KINGSLEY 
Chairman of tne Board 








| CULTIVATING 


Great oaks from little acorns grow. 
of our Wisconsin underwriters points out, are fruitful be- 
cause they are cultivated. This grapevine began when atten- 
tion was paid to the fact that a certain age-change was 


The underwriter did, not know the age-change prospect, 
but he made his acquaintance, and here is what happened in 


One bought $8,000 of term insurance, later con- 


Mr. Two, suggested by Mr. One, bought $8,268. 
Two’s brother, suggested by Mr. 
bought $11,963 of retirement income. 


| Mr. One was also sold $10,000 corporation insurance, 
together with his partner, Mr. Four. 


The underwriter has, in addition, prospects for at least 


An age-change lead, he says, is valuable—if it is used. 
And a grapevine is productive,—if it is cultivated. 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


Grapevines, so one 


And 
Two, 


Mr. Four personally 


JOHN A. STEVENSON 
President 














Retired iéeeibie of 
Union Central Life Dies 

















CHARLES HOMMEYER 


Charles Hommeyer, 70, retired vice- 
president of Union Central Life, Cin- 
cinnati, died at the home of his son, 
Paul, who is general agent for the com- 
pany at Minneapolis, after a long illness. 

Mr. Hommeyer was one of the found- 
ers of the Sales Research Bureau and 
was vice-president and director of the 
Life Office Management Association. 
He joined Union Central in 1901 as a 


clerk. In 1907, he was appointed secre- 
etary to J. R. Clark, Sr., when the 
latter became president of Union Cen- 
tral. Mr. Hommeyer was assistant 


superintendent of agencies from 1911 to 
1921 and was appointed superintendent 
of agencies in the latter year. In 1928 
he was elected vice-president and he re- 
tired in January, 1939. 

During his residence in Cincinnati, Mr. 
Hommeyer was chairman of Hyde Park 
Community Church and was president of 
the Cincinnati Federation of Churches 
for a term. 

Mr. Pees son-in-law, Burr 
Walthall, is a Union Central representa- 
tive at Cinchaaas 





Cincinnati Makes Active 
Drive for 1941 Meeting 


CINCINNATI — Cincinnati’s invita- 
tion for the 1941 convention of the Na- 
tional Association of Life Underwriters 
is being handled by a general commit- 
tee consisting of L. B. Scheuer, State 
Mutual, president of the Cincinnati Life 


Underwriters, and Ray Hodges, Ohio 
National, secretary of the National as- 
sociation. 


All general agents in the city have 
been appointed members of a committee 
to contact general agents of their own 
companies over the entire country to 
create favorable sentiment for this city 
in 1941. To date, over 500 favorable 
replies have been received. It is pointed 
out that Cincinnati is within an over- 
night trip for 21,554 members of the 
National association, or about 70 percent 
of the membership. 





Leaders Visit N. Y. Fair 


President D. E. Ball, Sales Manager 
J. A. Preston, and Agency Secretary R. 
A. Engler of Columbus Mutual Life ac- 
companied 20 agents to the New York 
fair this week. The agents are thus re- 
warded for successful activity during the 
year ending June 30. 

Columbus Mutual rewarded with cash 
prizes 20 agents who during the recent 
agency year were successful in renew- 
ing over 95 percent of the business 
placed during the preceding agency year. 

Leading prize winners were: R. N. 
Holmes, District of Columbia: A. W. 
Brubaker, Pennsylvania; F. C. Hulse 
Kansas; John W. Weir, Sr., Ohio. 
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Northwestern Mutual Men in Convention 
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Kutcher, New York, awarded 
prize for writing the largest 
which he won with 


George J. 
the “AA” 
volume the past year, 
$1,114,620 personal production, and 
Lewis T. Stearn, Minneapolis, whose 
16214 lives topped all agents in number 
of lives written. 

It was announced by Mr. Hill the 
general agents’ achievement cup was 
won by the Roger L. Baldwin agency, 
Washington, D. C. The award, made 
annually, is based on a graded point 
system including four conservation and 
four production factors according to 
their relative importance. The Baldwin 
agency was rated 790 out of a possible 
1.000. K. M. Snyder, Omaha, was 
runner-up with 757, and S. A. Erickson, 
Mankato, Minn., a close third with 651. 


Fitzgerald Addresses Ladies 


The convention theme, Edmund Fitz- 
gerald, vice-president, said at the ladies’ 
Juncheon Tuesday, is a challenge to all 
engaged in life insurance, for it stresses 
an ideal. The outstandingly successful 
men in life underwriting are those who 
have been motivated by ideals and estab- 
lished goals. It emphasizes the agents’ 
responsibility as individuals in this era. 

“If every American construes that the 
defense and promotion of the real Amer- 
ican way is someone else’s job,” Mr. 
Fitzgerald said, “there will be no defense 
or promotion of the real American way. 
The challenge remains unanswered or is 
but an empty gesture if we do not join 
up as individuals and are not thoroughly 
and intelligently organized with others 
to do our own job. You ladies, as part- 
ners of an agent, have a part in this pub- 
lic and human relations job. If the agent 
is the company in his community, his 
standing from the fullest possible sense 
is your standing, and the standing of 
your family. The ways in which the 
wives can help are too well known to 
you for me to detail them.” 


Chapman on Social Security 

Nearly 50,000,000 Americans have 
been issued cards and are covered by 
federal social security, but how many 
know the retirement benefits, the fam- 
ily’s death benefits, and family old age 
benefits, or even know that all benefits 
must be applied for? asked W. Ray 
Chapman. 

“Could you and would you want to 
life insurance without delivering a 
policy contract with it? Yet, nearly 50 
million Americans have social security 
benefits in prospect, and have no form, 
no certified record, no policy filed away 


sell 


“life insurance in the past. 


for reference and attention. But they do 
have almost a 100 percent desire to know 
what this act means or can mean to 
them. 

“A most casual study of the social se- 
curity needs of this nation and of the act 
will convince you that this federal legis- 
lation is not life insurance, is not in- 
tended to serve as life insurance, and is 
not to replace or render less necessary 
the use of life insurance.” 

Mr. Chapman said the chairman of the 
social security board expressed his views 
on this subject in unmistakable terms, to 
the effect that it is mainly a “backlog” of 
security but was never expected to meet 
all security needs. Life insurance and 
other forms of thrift must be used to 
supplement the government's social min- 
imums and to build individual security 
in the real American way, Mr. Chap- 
man said. 


Focuses Thought on Income 


Now, and for years to come, he com- 
mented, the attention is to be focused 
under social security on monthly income 
—to survivors and pensioners alike— 
which basis of life insurance selling al- 
ways has produced the large policies. 
However, the act sets up a lifetime or 
life long plan with gaps in it at those 
family periods always best served by 
There is a 
general inadequacy of amounts even dur- 
ing the family periods that are covered 
Mr. Chapman declared. 

“In the social security approach to sell 
life insurance, the agent has not only the 
thing that should be done first in any 
selling process—a service approach of- 
fering to give information only after 
basic facts have been furnished by the 
prospect—but also the common denomi- 
nator—the common approach and fact- 
finding procedure, that applies to nearly 
50 million people in the United States 
who are under the act and want to know 
the answer. One common prospect; one 
common idea.” 

These answers concern not only the 
social security they have, but also their 
present life insurance and any additional 
insurance they should buy after making 
the best possible arrangement between 
existing insurance and their new social 
security benefits. 

The nine agents in the “What’s the 
Score” panel related experiences they 
have had with the Northwestern Mu- 
tual’s social security material, showing 
_ it is a tool designed and proved to 
be effective in dev eloping this market. 

niles one of the features of the 


Northwestern Mutual’s Association of 
Agents conventions of the last several 
years, agents attending for the first time 
were guests at a “friendship luncheon” 
which gave them an opportunity to meet 
and dine with the production leaders at- 
tending, namely, company and associa- 
tion honor men, winners of gold, silver 
and bronze buttons, Marathon Club 
members, 4-L Club members for 12 or 
more consecutive months, and the asso- 
ciation’s officers and standing committee 
members. The number of first-time 
men was larger this year than for some 
time past. B. J. Stumm, Aurora, III, 
association vice-president, was chairman. 
Speakers were R. E. Castelo, Cham- 
paign, Ill., and Ralph Dinsmore, Swarth- 
more, Pa. 

Visiting ladies were guests at a lunch- 
eon at which Mrs. M. J. Cleary was 
hostess, assisted by the wives of com- 
pany and association officers. Edmund 
Fitzgerald, vice-president Northwestern 
Mutual, addressed the gathering and a 
life insurance movie was shown. 

The annual dance and floor show was 
held under direction of T. Westley Tut- 
tle of the standing committee. 


Hold Round Table 


Franklin Morse, South Bend, Ind., 
was chairman of the second morning ses- 
sion, whose theme was “Getting Favor- 
able Action.” The chairman and assist- 
ing agents gave play-by-play descrip- 
tions on Head the Score.” Participat- 
ing were P. F. Kamens, Pittsburgh; A. 
H. Jackman, W ashington, Diac., F. 
Habegger, Seattle, Wash., and M. M. 
Williams, Columbus. Mr. Morse dem- 
onstrated the value of record keeping 
without spoiling or detracting from the 
enjoyment of the game. Mr. Kamens 
analyzed a few of the “hits” that pro- 
duce “runs” as they pertain to his per- 
sonal record keeping, emphasizing his 
belief in the sales builder which he has 
kept religiously from the time of its in- 
ception in 1935 to the present. He cited 
his experience in analyzing doctors sold, 
and that record keeping has proven to 
him that he must spend about 20 percent 
of his time in that field, knows they are 
a profitable classification, knows they 
have the means with which to purchase, 
that they buy larger than average size 
policies, that the policies are kept in 
force and that the repeat business is 
good. If the agent has records from which 
he can analyze the kind of prospects 
with whom he registers most successfully, 
then he can pretty definitely know the 


people he wants to see, Mr. Kamens 

stated. 

Discusses Prospect Inventory 
Discussing “My Probable Business 


Ratio,’ Mr. Jackman pointed out that 


since business men from the smallest to 
the greatest keep some sort of record of 
their stock in trade, it seems only logical 
that prospects, the only stock in trade 
of life underwriters, should be recorded 
in the same way. Prospect inventories 
are probably as old as the life insurance 
business, he said, and the agent feels 
better when he knows definitely that he 
has some good prospect to call on, espe- 
cially when he had a bad month. 

Mr. Jackman has found a very definite 
relationship exists between prospective 
sales, as listed in the prospect inventory 
of the sales builder, and the result in 
paid-for business at the end of the 
month. The key to this is the probable 
business ratio. Mr. Jackman’s factor 
is four. With it he can forecast with 
considerable accuracy his production 
during any given period of a month or 
more. An inventory of $100,000, Mr. 
Jackman said, will bring his probable 
production during the next 30 days to 
$25,000. The results have indicated that 
his estimates on this basis are quite ac- 
curate. 


ee - Daily Work Card 


*. Habegger, Seattle, spoke on the 
Pty work card in the panel on “What's 
the Score?” Daily work cards used dil- 
igently and according to instructions, he 
said, will tell the agent exactly what his 
score is and will enable him to plan a 
successful course. The daily routing of 
calls systematically saves time which ii 
used properly will increase the number 
of calls, interviews and sales. A pri- 
mary list of calls should be supplemented 
by a secondary list of names. In case 
the prospect listed on the preferred list 
is out, the agent can make good use of 
his time by calling on one of the pros- 
pects on the second or supplementary 
list. By recording the amount and re- 
sult of the daily efforts, the agent is able 
to check on himself as to progress made 
in attaining his goal. 

Mr. Williams confined his remarks 
to age-change records, which he has 
kept consistently and religiously. He 
said that when he calls upon an indi- 
vidual, cold canvass or otherwise, he 
does his level best to get some informa- 
tion, and particularly the date of birth. 
At the close of the day, he copies this 
information on an age-change card and 
keeps a double file, which can be pulled 
alphabetically or by date of age change. 
Telling a man that there will be a differ- 
ence of 50 cents or $1 a thousand if he 
does not buy today, in Mr. Williams’ 
opinion, does not necessarily sell a case. 
He uses the age change approach more 
as a means of getting in to see the pros- 
pect. He said that a report of his ex- 
perience with the age-changing plan for 
a specific period last year during which 
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he sold 61 cases, showed 26 of them 
were on age-change. 

To round out the morning program, 
Philip Cohen, Buffalo, N. Y., spoke on 
“Tax Sales Opportunities for Every 
Agent,’ and Clarence Ohsner, Colum- 
bus, O., told how he has been “Getting 
Action by Using the Business Ap- 
proach.” 


Several Organizations Meet 


The various inter-association organiza- 
tions held their annual luncheon meet- 
ings, including the General, District and 
Special Agents Associations. The gen- 
eral session was resumed in the after- 
noon with A. C. F. Finkbiner, Phiia- 
delphia, presiding. The general subject 
was “Emotional and Financial Security 
vs. Mere Physical Security.” This was 
a joint presentation by field men and 
agency department officers of security 
income and salary savings plans. W. Ray 
Chapman, assistant director, spoke of 
aid to the agent by the intelligent and 
purposeful effort of the individual who 
believes in American principles of thrift 
and independence. Any intelligent indi- 
vidual social security program must be 
founded upon a basis of life insurance, 
which is the time-tested medium of 
providing for future needs and emer- 
gencies. 

Field representatives who told how 
they have successfully sold the security 
income plan to their clients included 
Louis Wolf, Wabash, Ind.; R. L. Thei- 
sen, Lincoln, Neb.; B. C. Kurman, Mil- 
waukee; George T.Guernsey, St. Louis; 
J. P. Bissett, Paxtang, Pa.; T. A. Lind, 
Dayton; H. E. Hauter, Quincy, Ill; R. 
A. Anderson, Philadelphia, and E. E. 
Rutter, Chicago. 


Social Security Symposium 


Discussing the salary savings plan as 
a painless and persistent method, Ralph 
Waldo Emerson, assistant director, said 
the attention of the American public is 
focused upon monthly payments, 
whether survivor benefits or old-age 


pensions. The employes generally wel- 
come helpful explanations by competent 
underwriters of how life insurance com- 
plements and fills the gaps. These same 
employes are prospects for a salary sav- 
ings plan which deducts premium pay- 
ments monthly. 

When an employer realizes that the 
responsibility is being lifted from his 
shoulders, to explain social security au- 
thoritatively to his employes, while re- 
vamping present insurance and finding 
definite needs for the new insurance +o 
be purchased, all on a Northwestern Mu- 
tual individual service basis, he becomes 
interested in the advantages of the sal- 


ary savings plan. It was also pointed 
out that when employes want to know 


the answer to social security benefits, 
and when they want to rearrange their 
life insurance, and are convinced that 
they need to buy more insurance, then 
they may become interested in paying 
the premiums on a monthly basis, and 
the employer may be willing to make the 
deductions. 

Mr. Emerson pointed out that since 
social security requires employers to set 
up the bookkeeping necessary for deduc- 
tion of taxes from salaries, they are now 
equipped to install the salary savings 
plan of life insurance which calls for de- 
duction of premiums from salaries of 
employes. He made many practical sug- 
gestions to the agents on securing pros- 
pects and how to handle various situa- 
tions in selling the employer and the em- 
ployes on the new plan recently adopted 
by the Northwestern Mutual. 

Percy H. Evans, vice-president and 
actuary, presided at the annual banquet 
and entertainment, held in the main hall 
of the municipal auditorium to provide 
room for the more than 1,500 agents, 
company Officials and their ladies. The 
Northwestern male chorus provided vo- 
cal entertainment. 

The playlet, “The Evolution of an 
Agent,” written by Laflin C. Jones, 
agency assistant in charge of the educa- 
tion division, in collaboration with Hugh 
O’Neill, special agent, Newark, was 


given. The cast of 14 was composed en- 
trrely of agents of the Rowley & Talbot 
general agency, Newark. The play dem- 
onstrated that an agent must follow a 
pattern consisting of certain funda- 
mental operating rules related to knowl- 
edge of his business, prospecting, pres- 
tige-building, presentation, and conser- 
vation. 


$500,000 CLUB MEETS 


The Half-Million-Dollar Club held a 
breakfast meeting the third morning. 
Agents who qualified to attend by pay- 
ing for $500,000 or over in the year 
which ended May 31, included G. J. 
Kutcher, New York, top producer with 
$1,114,620; H. L. Barnett, New York, 
runner-up with $958,306; Dr. C. E. Al- 
bright, Milwaukee, $623,975; O. M. 
Barres, Bethlehem, Pa., $600,274; Her- 
man Duval, New York, $536,741; Alden 
H. Smith, Nashville, $532,718; F. R. 
Olsen, Minneapolis, $510,027; H. F. 
Cluthe, Newark, $504,086; E. H. Earley, 
New York; L. L. Erickson, Mankato, 
Minn., and Harold Kaufmann, Minneap- 
olis, who qualified by virtue of the five- 
year rule. 

Alden Smith, Nashville, presided at 
the closing general session. The first 
speaker was Royall R. Brown, special 
agent Winston-Salem, N. C., on “The 
Financial Reward of Climbing.” He re- 
lated personal experiences in selling life 
insurance and experiences of other 
agents whose records he had studied. 
After leaving the University of North 
Carolina he was faced with the problem 
of selecting a career and selected life 
insurance and the Northwestern Mutuai. 
After two or three years he found he 
was working with no particular objective 
and little financial reward. He decided 
to try for the 4-L Club, and for the last 
five years this determination to make 
the club regularly has meant much to 
him. At the end of the first year his 
income increased 300 percent. He se- 
lected the additional objective of making 








one or more honor clubs. For two years 
he made the Half-Million Dollar Club, 
and this year the Marathon Club. 

“We must have a real burning en- 
thusiastic desire to succeed and the de- 
termination to succeed,” Mr. Brown 
concluded. “We must also be willing to 
pay the price and do whatever it takes, 
whether it is work, study or whatever 
it may be. We must be intelligent in 
working out our programs, and we must 
work our program intelligently.” 

President Clarence E. Smith, Chicago, 
presided at the business session of the 
Association of Agents. The resolutions 
committee reported and tribute was paid 
members who died in the last year. The 
report of the secretary-treasurer was 
read by S. L. Klarer, Milwaukee. Oj- 
ficers were elected and the result of the 
ballot for members of the new standing 
committee announced. : 

_The closing address was made by 
Grant L. Hill, director of agencies, who 
paid tribute to many leaders and indi- 
viduals who had made outstanding con- 
tributions to the fine volume of business 
in the last year and pointed out the op- 
portunities to do a good job with the 
additional working tools provided by the 
company. 


Northwestern C. L. U.’s Gather 


The Chartered Life Underwriters of 
Northwestern Mutual held an annual 
luncheon meeting. Henry Shedd, Chi- 
cago, was chairman, and the speaker was 
K. R. Clark, tax consultant, lecturer and 
member of the bar, Chicago. 

Following the association meeting, the 
company held a school on advanced un- 
derwriting with particular emphasis on 
pension trusts and pension trust type 
business. It was attended by general 
agents and about 250 leading agents 
chosen by their general agents. Laflin 
Jones was chairman. After introductory 
remarks by Mr. Hill, talks were made 
by _N. H. Seefurth, Seefurth Service, 
Chicago; T. K. Carpenter, a leading New 
York agent; Relph W. Mack, Cincinnati; 
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Historic Shrines 
Mecca of Franklin 
Life's Convention 


Trip to Williamsburg, 
Jamestown, Yorktown 
High Point of Annual Meet 





By R. B. MITCHELL 


Taking on a vastly deeper signiticance 
because of the critical international sit- 
uation, the high point of the Franklin 
Life’s Virginia Beach convention was 
the trip to such shrines of colonial and 
early American history as Williamsburg, 
Jamestown, and Yorktown, and to naval 
and army bases bustling with the rush 
of preparation for national defense, in- 
cluding Hampton Roads, Norfolk, Fort 
Monroe, Newport News shipbuilding 
yards, and coast defense batteries. 





CHARLES E. BECKER 


The trip had a unique and lasting in- 
spiritional value, for anyone making the 
trip necessarily absorbs a fuller meaning 
of what America is and what is being 
done to assure her survival. One is also 
inevitably imbued with a broader con- 
cept of whatever line of work he is in. 


Procedure Speeded Up 


There was but one business session, 
held at the Hotel Cavalier, where the 
convention party stayed, but President 
C. E. Becker and other home office of- 
ficials held numerous informal confer- 
ences with groups of agents and general 
agents on particular problems. This 
procedure, permitting a rapid and infor- 
mal interchange of ideas, proved ex- 
tremely efficient. 

At the general session Mr. Becker 
sketched the company’s activities and 
described a new policy, combining in- 
vestment and protection features. 

K. B. Korrady, vice-president in 
charge of agencies, presented the awards 
to the production club leaders. R. L. 
Colby, general agent, Indianapolis, won 
the presidency of the quarter-million 
club by having the highest individual 
volume of any producer. Vice-president 
was R. H. Collins, general agent Mil- 
waukee, who had the largest number of 
applications of any $250,000 qualifier. 

The presidency of the $100,000 club, 
based on the number of applications, 
went to Milton Rutstein, Chicago, with 
307 applications, while W. J. McGee, 
general agent Sherman, Texas, was vice- 
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president on the basis of first year 
premiums. 

James Abels, agency director, dis- 
tributed the awards for persistency. The 
Franklin Life lays special stress on con- 
servation of business and Mr. Abels 
pointed out that these awards are not 
only designed to reward those who at- 
tain high persistency ratings but to im- 
press upon incoming agents the neces- 
sity of high persistency if one is to 
remain in the life insurance business. 

Abels said 24 of those qualifying 
for the $100,000 or $250,000 clubs for 
1939 and 1940 had a “owe? record 
of 85 percent or better. . J. Budinger, 
general agent Chicago, roi the highest 
rating, 98.3 percent. The average per- 
sistency for the entire 24 was 90.6 per- 
cent. Those with persistency ratings 
from 95 percent up received checks for 
$90. Those in the group from 90 per- 
cent up to 95 percent received $80 and 
those in the bracket from 85 percent 
to 90 percent received $70. Anyone 
qualifying with a 100 percent rating 
would have received $100. 

In order to qualify for the persistency 
bonus producers must have qualified for 
one of the production clubs during the 
previous year as well as the current 
year. 

Transition Period Over 


This was the first convention since 
the Franklin Life came under the pres- 
ent ownership and while it is only about 
seven months since Mr. Becker took the 
helm no one could fail to be impressed 
by the unforced spirit of unity and en- 
thusiasm. It seemed as if everyone had 
known everyone else all their lives. Ad- 
justments incident to the transition 
stage are now past and indications are 
that by the end of the year the Frank- 
lin will show a good production increase 
over 1939. The company has recently en- 
tered Alabama and Louisiana, so that all 
the gulf states are now included in the 
Franklin territory. Addition of these 
two states raises the total number of 
states in which the company operates 
to 20. 

The weather was ideal during the con- 
vention, permitting enjoyment of the 
hotel’s numerous facilities. There were, 
in addition to golf, swimming, horse- 
back riding, and dancing, opportunities 
to go deep sea fishing, fresh water fish- 
ing, and engage in numerous other di- 
versions. The convention concluded 
with a sightseeing tour of Washington. 
The entire party made the trip to and 
from Virginia Beach on the overnight 
steamer. 

Announcement was made of a sum- 
mer “slugfest,” a production contest in 
the form of a baseball series. It will 
be run until Sept. 7. The entire sales 
Organization has been divided into 16 
teams, eight in each league. Each agent 
will join in team competition for the 
special prizes and for the prestige of 
his agency and territory. Agents can 
also win individual prizes on personal 

paid production. Points will be on the 

et. of paid business written between 
July 22 and Sept. 7 and paid for by 
Sept. 30. 


Franklin Shorts 


Marylyn and Carylyn, twin daughters 
of President C. E. Becker of the Frank- 
lin Life, are ahead by a complete new 
wardrobe as a result of the suitcase 
containing their extra apparel having 
been left in Springfield through error. 

Mrs. Caroline Becker, Mr. Becker's 
mother, was a guest at the convention. 
Mr. Becker introduced her at the busi- 
ness session and she was wholeheartedly 
welcomed by the audience. 

The morning after the fishing parties 
those who had gone fresh-water fishing 
ate their catch at a special breakfast. 
The party included Mr. Becker; S. H. 
Blank,” general agent, Olney, IIl.; Vice- 
president W. L. Dugger of the Great 
American Life, of which Mr. Becker is 
also president; Mrs. G. E. Barington, 
wife of the Lufkin, Texas, general 
agent; Mrs. A. D. Luder of Waco, Texas; 
Mrs. Massey Burton of Marianna, Fla.; 
W. J. Olive, general agent Holland, 


(CONTINUED ON PAGE 15) 














DON’T 
BREATHE 
IT 

TO A 
SOUL... 


but for the first half of 1940, 
we showed a gain of approxi- 
mately $33,000,000 Life Insurance 


in force. 


This pushes the total Life Insur- 
ance in force up to around 
$740,000,000 and indicates that 
we will pass the three-quarter 
billion mark before the year is 


over. 
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West Coast Life 
Sale Falls Through 


Beasley Group Fails to 
Exercise Option; Unable to 
Gain Control 


The proposed purchase of the stock 
of West Coast Life by a group headed 
by T. P. Beasley, president of Repub- 
lic National Life of Texas, has not been 
exercised. 

Under the terms of the deal the stock 
was to have been placed in escrow in 
the Crocker National Bank in San Fran- 
cisco, and when the specified number of 
shares had been deposited they would 
be taken over by the the Beasley group. 

Up to the expiration of the time for 
closing the deal but 38 percent of the 
stock desired by the Beasley group had 
been placed in escrow, and the deal, 
therefore, fell through. The present 
management of the company was 
strongly opposed to the plan for selling. 





Housewarming Held 


by American Mutual 
DES MOINES— Fifty-five leading 


midwestern representatives of American 
Mutual Life of Des Moines held a 
two-day meeting in Des Moines and 
inspected the company’s new home office 
quarters occupying the three top floors 
in the Liberty building. 

During the home office housewarming 
a meeting was held for all agents and a 
special meeting for general agents. 
Preston H. Luin, Des Moines general 
agent and president of the American 
Mutual Life’s Production Clubs, wel- 
comed the visiting representatives. Rus- 
sell R. Reynolds, director of sales serv- 
ice, presented several of the men with 
certificates of proficiency for having 
completed the company’s training course, 
and also awarded seven scrolls to men 
who had completed 200 weeks of con- 
secutive weekly production. 

Assistant Superintendent of Agents 
H. S. McConachie, in the general agents 
conference, discussed objectives and 
plans for the last six months of 1940. 
President Ward F. Senn also spoke on 
objectives, but more particularly as they 
apply to the company as a whole, and in 
encouraging the men to qualify for the 
next company convention, emphasized 
the point that men raise themselves to 
their own level. 

Agency Vice-president John J. Mori- 
arty spoke of what the future holds for 
life insurance as an institution and for 
the life insurance man_ particularly, 
pointing out that the first world war had 
the effect of making people insurance 
conscious, resulting in an increase of 75 
percent more new business in 1919 than 
in 1918. 

Mr. Moriarty introduced 
speaker, Clifford DePuy, owner and 
publisher of the “Underwriters Re- 
view.” Mr. DePuy spoke on “What 10 
Buyers Think of Life Insurance and 
of the Life Insurance Agent.” 

More than 1,000 visitors, including ex- 
ecutives of other Des Moines companies, 
business men and state and city officials, 
attended the two-day open house. Many 
floral tributes were received from other 
companies and business offices. 

Guests from the Bankers Life in- 
cluded G. S. Nollen, president; W. W. 
Jaeger, vice-president; G. W. Fowler, 
vice-president; E. M. McConney, vice- 
president and actuary; W. F. Winterble, 
director of Agencies; M. E. Lewis, su- 
perintendent of agencies; and J. S. Cor- 
ley, assistant treasurer. 

Equitable Life executives included 
Fred W. Hubbell, president; E. E. 
Cooper, assistant superintendent of agen- 
cies, and Horace Foskett, vice-president. 

B. M. Woodsmall, vice- -president of 
American Service Bureau of Chicago, 
was among the out-of-town visitors. 


the guest 


Endorse Fischer's 
Stand Against 
War Clause in lowa 


As an unsolicited endorsement for the 
stand he has taken against the war clause 
being placed on Iowa policies, Commis- 
sioner Fischer of that state received a 
letter from L. J. Fohr, general agent 
Connecticut Mutual Life, and some 25 
agents, all from Chicago. They congrat- 
ulated him on his opposition. 

Commissioner Fischer, in 
thanked them. He stated: 
whole war clause matter, the pressure 
has all been the other way. All the ar- 
guments advanced have been from com- 
panies and officials who are anxious that 
a war clause be placed on the Iowa 
policies. So far I have not succumbed 
to that pressure and at this time see no 
need for a war clause.” 


reply, 
“During this 


Text of Letter 


The letter 
Fischer follows: 

“We, the undersigned, are all salesmen 
actively engaged in the life insurance 
business. We have noted with interest 
your opposition to the inclusion of a 
war Clause into life insurance policies by 


sent to Commissioner 


all of the life insurance companies. 

“We have a conviction that the pres- 
ent conditions in this country do not 
warrant the inclusion of a war clause. 
Instead of a hysteria that will hamper 
and reduce production in every line of 
endeavor, we need to adhere to a sane 
and courageous plan for increased and 
continuous flow of production. Such a 
procedure, more than anything else, will 
create the fundamental conditions essen- 
tial for adequate defense of our nation 
and its way of life. 

“The history of the institution of life 
insurance is one that has demonstrated 
its capacity to meet any situation, either 
economical, social or industrial, with 
courage and just common horse sense, 
unswayed by any insidious hysteria of 
the moment. Now is the time for the 
continuance of such performance, and we 
can not help but ask, ‘Why upset the 
thousands of men in this business in 
their production programs? Why ex- 
cite the millions of young men of mili- 
tary age?’ The facts do not justify it 
and it would only hamper and obstruct 
the very conditions we need to create as 
fundamental for our own production and 
defense. 

“We have admired your courageous 
attitude and action, and may we urge 
you to continue it in spite of additional 
pressure that may be exerted. We be- 
lieve that you have the support of the 





vast majority of life insurance salesmen 
in this country.” 


A. H. Yost, vice-president and counsel 
ot the Phoenix Mutual Life, died at his 
home in Hartford on July 23. His death 
followed a relapse after a long illness. 
He was born Jan. 30, 1877, at Madison- 
ville, Ohio. He graduated from the law 
school of the University of Cincinnati 
and later attended Yale from which he 
graduated in 1905. He joined the Phoe- 
nix Mutual that same year and subse- 
quently became associated with the pol- 
icy loan division. Later, when the ter- 
minations department was organized, he 
was placed in charge. In this position 
he took an important part in the hand- 
ling of claims and the writing of many 
of ‘the modern forms of income settle- 
ments in use by the company today. 
Since 1914 he has drawn up all policy 
contracts. 

He was advanced to assistant secre- 
tary in 1918 and in 1926 was made as- 
sistant secretary and counsel. Three 
years later he was promoted to secretary 
and counsel. In 1930 he was elected to 
second vice-president and counsel, and 
in 1934 was again advanced to vice- 
president and counsel. 





Send for sample copy of Accident & 
Health Review, 175 W. Jackson Bivd 
Chicago. 
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Life Insurance Is 
“A Good Thing” 


Everyone admits that life insur- 
ance is “a good thing’ — but this 


does us no good unless we actually 
makes it his business to see that 


we do — and eventually most of 


us have reason to be grateful to him. 
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Strongly Endorsed for 
Second Term as Trustee 








W. H. 


ANDREWS, JR. 


W. H. Andrews, Jr., candidate for re- 
election as trustee of the National Asso- 
ciation of Life Underwriters, has already 
received the endorsement of the North 
Carolina State Association of Life Un- 
derwriters, the 11 local associations in 
North Carolina and of many associations 
throughout the country. A brochure 
sketching Mr. Andrews’ impressive rec- 
ord of activity in behalf of the associa- 
tion since he was elected as trustee in 
1938 is being broadcast. Probably the 
highlight of his activity is the achieve- 
ment of a membership of more than 31,- 
000 under his direction as chairman of 
the membership committee of the Na- 
tional association. 

The endorsing committees include D. 
D. Edmunds, Equitable Society, presi- 
dent North Carolina association; B. S. 
Blanton, Phoenix Mutual, Charlotte; 
John Pasco, Equitable Society, Raleigh; 
A. T. Haley, Massachusetts Mutual, 
Greensboro; Henry P. Foust, State Mu- 


tual, Greensboro, and Walter Bernstein, 
Prudential, Greensboro. 
Chapter 9 Hearings in 


Cal. Enter Seventh Week 


LOS ANGELES Commissioner 
Caminetti has closed the six weeks of 
hearings of Chapter 9 life companies in 
Los Angeles and left for San Francisco 
where he will hear the remainder of the 
cases. This week’s hearings were de- 
voted to the Guaranty 


conclusion of 
Mutual Life, hearing of Unity Mutual 
and a conference with officials of West- 
ern Travelers Mutual. 

The hearing on Mount Moriah Life 
was resumed in San Francisco Wednes- 
day. 

One of the prize witnesses at Los An- 
geles was T. D. Thomason. He was 
formerly secretary of the Benjamin 
Franklin Underwriters. He _ testified 
that there has been a voting trust agree- 
ment and that the beneficiaries of the 
members of the trust were to receive 
one-third of the salary of the member 
atter the member had died. The mem- 
i said, 


bers signatory to the trust, he 
were Chairman Paden, President Parr, 
Secretary Leach, Mr. Guinn and Mr. 


Thomason. Members of the trust also 


held notes, which Thomason testified 
yielded interest up to 12 percent. Sala- 
ries were increased as interest rates 


were raised, he said. Benjamin Frank- 
lin Underwriters, later known as Sunset 
Corporation, controlled Benjamin Frank- 
lin Life. 
John W. Sherman, who n e€x- 
clusive general agency contract with 
Great States Life, testified concerning 
the agreement whereby Physicians Life 
was to take over Great States. 
Caminetti announced that 
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State Mutual Life, a Negro institution 
will be granted certificate as of Aug. 1. 
He has extended the stipulation by 
which the other chapter 9 companies 
will continue to operate under their 
1939-40 certificate until Aug 15. 


Travelers to Have Own 
Building in New Haven 


Travelers has awarded a contract for 
construction of a branch office building 
in York street, New Haven, Conn. The 
estimated cost is $30,000. 


N. M. Favors State Control 

Among those exerting influence in be- 
half of insertion of an insurance plank 
in the Democratic national platform was 
Robert Valdez, chairman of the New 
Mexico state corporation commission, of 
which the insurance department is a 
unit. Valdez sent a telegram to Gov- 
ernor Miles, delegate to the convention 
at Chicago, requesting the New Mexico 
delegation to take a stand for contin- 
uance of regulation of insurance among 
the several states. Commissioner R. F. 
Apodaca also communicated with Gov- 
ernor Miles at Chicago urging him to 
work for a state supervision plank. 





Hits Non-Admitted Reinsurers 

COLUMBUS—Attorney-general Her- 
bert of Ohio has informed Superintend- 
ent Lloyd that a foreign insurer may 
not legally accept reinsurance of risks 
located in Ohio without being licensed 
in Ohio. 

He advises the superintendent to en- 
force the penalty provided by Section 
5441 of the general code against any 
company which violates the provisions 
of section 5439, general code, until the 
courts have ruled otherwise. 


General American Club Officers 

New officers of the General American 
Life’s production clubs, announced at the 
convention in Los Angeles, are: 

President’s Club—Lucius C. Evans, 
Nashville, president; Matthew Brown. 
San Antonio, first vice-president, and 
James F. Halley, St. Louis, second vice- 
president. 

Leadership Club—G. A. Roberts, 
Hobbs, N. M., president; Claude J. 
Cook, St. Louis, first vice-president, and 
C. H. Hupp, Mercedes, Tex. second 
vice-president. 





Four Silver Anniversaries 


Four John Hancock Mutual represen- 
tatives in Indiana who are completing 
25 years of service with that company 
this year, were feted at a luncheon at 
Indianapolis, Saturday. Those honored 
are Dan W. Flickinger, general agent; 
Ray O. Wood, sales manager, and John 
R. Jones of Indianapolis and T. J. Stan- 
ton of Gary. Guest speakers included 
J. Harry Wood, manager of general 
agencies, from the home office; C. A. 
Macauley, Detroit, state agent; W. M. 
Houze of Chicago, and H. S. Stout, 
Dayton, O., general agents. Silver 
awards were presented to the winners 
in a campaign that was conducted dur- 
ing the past several weeks in honor of 
these four men. 


Reduce Number of Exhibits 


The number of classifications in the 
exhibits at the convention in Washing- 
ton, D. C., of the Life Advertisers 
Association is being reduced to nine and 
a single company may enter not more 
than six of those classifications. Last 
year there were 12 classifications and 
about 500 different boards were entered 
in competition. W. L. Jessup, Pilot 
Life, the exhibits chairman, believes 
that a reduction in quantity of material 
will enable the members and judges to 
scrutinize the exhibits more closely. 

Competition is to be in four groups, 
based on amount of ordinary in force 
and each group will have a_ separate 
room under a chairman. The chairmen 
are George A. Adsit, vice-president Gir- 
ard Life; Jack R. Morris, editor of 








Commissioners’ Date 
for Winter Meeting 


The National Association of In- 
surance Commissioners will hold 
its semi-annual meeting at the 
Hotel Pennsylvania, New York 
City, Dec. 2-4. At the annual 
meeting in Hartford it was voted to 
meet in New York and left with 
the executive committee the deci- 
sion as to time and place, men- 
tioning the Hotel Pennsylvania as 
the favored hostelry. The annual 
meeting of the Association of Life 
Insurance Presidents will be held 
Dec. 5-6 at the Waldorf Astoria in 
New York City. 








publications Business Men’s Assurance; 
L. L. Howard, sales promotion manager 
Columbian National Life, and H. A. 
Richardson, Mutual Benefit Life. 

The group chairmen, the second 
afternoon, will preside at discussions, 
after the members have inspected the 
material. 

The judges will be T. M. Rodlun, 
formerly advertising manager for Aca- 
cia Mutual Life, now independent ad- 
vertising and sales promotion consul- 


tant; Dr. W. L. White, department of 
commerce; Lester Douglas, United 
States Chamber of Commerce; Peter 
Becker, Jr., president of the Standard 
Press, Inc., of Washington. The hon- 
orarium, usually offered by the L.A.A. 
for the work of judging will be donated 
to the American Red Cross. 





Kansas Life Executives Elect 

The Kansas Lite Insurance Company 
Executives Association met in Topeka 
with 25 members in attendance. Officers 
were elected: President, H. W. Colmery, 


Pioneer National Life, Topeka; vice- 
president, W. S. Thompson, Great 
American Life, Hutchinson, and secre- 


tary, W. M. Hobbs, American Home 
Life, Topeka. 


| 


Henderson 25-Year Man 


D. C. Henderson, secretary and 
ary Connecticut General Life, has com- 
pleted 25 years in the company’s serv- 
ice, the occasion being fittingly observed 
by members of the staff. He started 
with the London Life of Canada, follow- 
ing graduation from the University of 
Toronto in 1914, and was later with the 
Crown Life of Toronto, joining the Con- 
necticut General in 1920. He was elected 
assistant actuary in 1929 and secretary 
this vear, 


actu- 
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Half the Battle 


"sell themselves" by use 
of the Minnesota Mutual Incommeter. 
determines his own insurance needs, works out his 
own payments, convinces himself. 


The most unique, flexible, practical aid to policy 
planning and effective selling. As usual—an exclu- 
sive Minnesota Mutual service. 


In addition we offer our Field Force: 


A liberal agency contract. 

A plan for financing your agency. 
Accounting methods to guide you. 
Proven plans for finding—training agents. 
A liberal financing plan for your agents. 
A unique supervisory system. 

Organized Selling Plan. 

Unusually effective selling equipment. 


Policies for every purpose: 
Juvenile—Women—Group—Payroll Savings, etc. 


Low monthly premiums. 


A $235,000,000.00 Mutual Company, 60 years old with 
an understanding, cooperative Home Office. 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 


Each one 


Regular—Family— 
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Million Dollar Club 
Now Has 151 Members 


(CONTINUED FROM PAGE 
ciety, Chicago; Dr. Charles E. Albright 
Northwestern Mutual, Milwaukee; C. 
Vivian Anderson, Provident Mutual, Cin- 
cinnati; Herman A. Binder, Massachu- 
setts Mutual, Los Angeles; Maurice A. 
Blate, Mutual Life, New York; W. Lester 
Brooks, Jefferson Standard, Charlotte; 
Philip F. Broughton, independent, New 
York; Lloyd H. Bunting, Equitable So- 
ciety, New York; John E. Clayton, Mu- 
tual Benefit, Newark; Paul W. Cook 
Mutual Benefit, Chicago; R. U. Darby, 
Massachusetts Mutual, Baltimore; R. W. 
Dozier, Massachusetts Mutual, Oklahoma 
City;Paul H. Dunnavan, Canada Life 
Minneapolis; H. G. Feldman, Aetna. 
Pittsburgh; Adolph E. Gillman. North- 
western Mutual, Cincinnati: Henry W. 
Hays, Massachusetts Mutual, Rochester: 
J. Frank Holmes, independent, Indian- 
apolis; Charles B. Johnson, John Han- 
cock Mutual, Boston; J. D. E. Jones, 
Equitable Society, Providence: Samuel 
Kahl, Penn Mutual, Chicago; Charles G. 
Keehner, Massachusetts Mutual, Oak- 
land; Eugene M. Klein, Northwestern 
Mutual, Cleveland; Felix U. Levy, Penr 
Mutual, New York; Edwin M. Lillis. 
Northwestern Mutual, Erie; John Mor- 
rell, Equitable Society, Chicago: Henry 
G. Mosler, Massachusetts Mutual, Los 
Angeles; Robert C. Newman, New Eng- 
land Mutual, St. Louis; H. Kennedy 
Nickell, Connecticut General, Chicago; 
Henderson Ih Peebles, Northwestern 
Mutual, Charleston, W. Va.; Victor F. 
Pettric, Occidental, Los Angeles; Harry 
Phillips, Jr., Penn Mutual, New York: 
Lester A. Rosen, Union Central, New 
York; H. Ben Ruhl, Massachusetts Mu- 
tual, Detroit; Paul C. Sanborn, Connecti- 
cut Mutual, Boston; William E. Sander. 
Mutual Life, Seattle; Julian W. Schwab. 
Indianapolis Life, Indianapolis; George 
H. Schumacher, Massachusetts Mutual, 
Cleveland; Marvin Sherman, Equitable 
Society, Los Angeles; Lisle A. Spencer, 
Equitable Society, Youngstown; Sam R. 
Weems, Minnesota Mutual, Weslaco, 





> 
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Tex.; Simon D. Weissman, Equitable 
Society, Boston; H. E. Wuertenbaecher, 
Penn Mutual, St. Louis. 


B. M. A. Surveys Opinion 
on FHA Investments 


(CONTINUED FROM PAGE 2) 


in the general underlying security of 
fully amortized level monthly payment 
mortgages on owner occupied property. 
In its opinion, mortgage itself, mutual 
mortgage insurance fund and _ direct 
promise of the United States govern- 
ment to fulfill the obligation of the 
mutual mortgage fund are lines of de- 
fense that exist between it and the 
of principal. 

While several designated scarcity 
other investments as the primary rea- 
son for acquiring these loans, it is in- 
teresting to note that a number think 
that under the most adverse circum- 
stances FHA loans can be considered as 
234 percent government guaranteed ob- 
ligations temporarily returning a_net 
yield of 334 percent to 4/2 percent. This, 
they state, is almost certain to provide 
them a more favorable return on their 
investment than can now be obtained 
from other high-grade obligations. 

The report pointed out that virtually 
all companies not investing in FHA 
loans think that the net yields on them 
are less attractive than those obtainable 
from uninsured monthly payment mort- 
gages for 60 to 65 percent of sound 
appraised values and from other securi- 
ties. This is generally attributed to de- 
creased gross returns and increased ser- 
vicing costs. 

One company stated that it did not 
believe either 90 percent loans or those 
amortized over a 25-year period consti- 
tute sound financing. In its opinion many 
young people are being encouraged by 
the federal government to assume ob- 
ligations they will be unable to meet. 
Others felt the federal housing adminis- 
tration is conducting its program on a 
highly promotional basis and by over- 
emphasizing the idea of home owne rship 
for the price of rent, it is encouraging 
many to obligate themselves to buy be- 
fore they give adequate consideration to 
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RECORDS 


Lincoln National Life — Insurance in 
force of $1,058,000,000 as at June 30 
represents a new all-time high. 

Southern Life, Atlanta—New business 
written the first six months was $2,026,- 
050 as compared with $1,436,014 a year 
ago. The June new business was $411,- 
346, gain $118,056. 

Kansas City Life—Showed a gain of 
about 6 percent in new business the first 
six months. Assets were $112,846,636 
June 30, compared with $112,842,489 
Jan. 1. Insurance in force increased $2,- 
361,698 since Jan. 1, and was $3,741,695 
more than a year ago. Total June 30 
was $449,868,965. 

Volunteer State Life—New business 
for the first half year exceeded that of 
the first six months of 1939 by more 
than $1,000,000. That was a gain of 
better than 20 percent. 

Midland Mutual Life—Insurance paid 
for during first six months was 23 per- 
cent greater than during the parallel 
period last year. Insurance in force is 
at a new high of $120,457,322, a gain of 
nearly $3,000,000 or double the gain dur- 
ing the same period of 1939. 

Pilot Life—A gain of more than 
million in insurance in force was re- 
corded during the first six months. The 
total in force now is slightly more than 





3% 


141,000,000. The gain to date is larger 
than the increase during the first six 


months of last year. 








such things as maintenance costs, de- 
preciation and obsolescence. 

Under an 80 percent or 90 percent 
loan payable in 20 or 25 years, the ratio 
of principal outstanding to the original 
appraised value remains high for many 
years. Payments on a 90 percent 25- 
year loan at 4% percent interest must 
be made for practically ten years before 
it is reduced to a 65 percent loan, or 
about the maximum many life insur- 
ance companies can lawfully make on an 
uninsured basis. It is still almost a 50 
percent loan at the end of 15 years. 

In spite of the privilege of exchang- 
ing foreclosed properties for government 
debentures, there is a feeling that the 
possibility of loss under insured long 
term high ratio loans is greater than 
under conventional ones made for not 
in excess of 60 percent to 65 percent 
of a conservative valuation, and provid- 
ing for complete retirement in not more 
than 20 years. 

The government insurance feature on 
80 percent and 90 percent FHA loans 
is at least partly offset by the fact, that 
under conventional first mortgage loans 
investors normally do not originally 
have exposed to loss an amount ex- 
ceeding 60 percent or 65 percent of 
appraised value and this decreases as 
payments are made. This, of course, the 
report says, is an important factor in 
considering the relative merits of the 
two plans in case of foreclosure and 
particularly so if, at that time, FHA 
debentures are selling at a substantial 
discount. 





Northwestern Mutual Makes 
Big Gains in Half Year 


(CONTINUED FROM PAGE 3) 
than 2%4 millions every week in the 
first half of 1940 to living policyholders 
and beneficiaries, the total of such pay- 
ments being $65,108,579 in that period. 
Income exceeded disbursements by $33,- 
044,040 that representing the increase 
in ledger assets for the first six months. 
As of June 30, total assets were $1,- 
$24,287,942, an increase of $31,865,128 
since Jan. 1, and a gain of $62,740,131 
as compared to a year ago. 
Investments and other assets shown 
in the semi-annual statement include 17,- 
583 mortgage loans totaling $308,132,620. 
Included were 12,901 farm loans for $82,- 
490,394, an increase of $969,140, 709 city 


loans for $202,000,994, a decrease of $10,- 


040,249, and 3,973 residence loans for 
$23,641,231, or $6,735,122 higher than a 
year ago. 


Bonds with a book value of $790,979,- 
809 were included in the investment port- 
folio, and showed an increase of $62,140,- 
024 over a year ago. The principal items 
were United States, state, county and 
municipal bonds amounting to $256,271,- 
692, showing an increase of $25,290,375 
public utilities of $163,136,352, which were 
$45,148,521 higher, and railroad bonds 
listed at $160,570,188, which were up $3,- 
353,417. Industrial bonds aggregated $9,- 
860,190, an increase of $5,103,350 since a 
year ago. 


Policy Loans Are Reduced 


Policy loans at the end of the first 
six months amounted to $146,057,311, a 
reduction of $15,557,362 from the total 
a year ago. Real estate’ holdings 
amounted to $53,173,723, and included 
$4,662,304 home office property and $6,- 
864,016 in land contracts for farm and 
city properties sold. Other items making 
up the assets included $22,625,658 in 
cash on hand and in banks. 


Thomas H. MclInnerney, president 
National Dairy Products Corporation, 
has been elected a director of the Metro- 
politan Life. 


Continental American Life 
Dedicates New Home 


(CONTINUED FROM PAGE 3) 


out that the building was the fruition of 
the hopes and dreams of Philip Burnet, 
the founder, and his associates. The 
opening also marked a new high in in- 
surance in force, assets and premium 
income, he said. Of the 39 agents whose 
names are inscribed -on the tablet, he 
called Mr. Collison, who led in paid 
cases for June, and Messrs. Ainbinder 
and Moskowitz, who tied for leadership 
in paid premiums, to unveil the tablet. 

Senator Thompson in his address de- 
clared, “The life insurance companies 
have done valiant work in combating the 
paternalistic tendencies of government 
and encouraging the sturdy virtues of 
restraint in spending and caution in sav- 
ing. I know of no more serviceable, 
thoroughly American and modern busi- 
ness than the insurance business. It has 
weathered the storms of depression and 
fought its own way out of the gloom. 
I have been amazed at the stern courage 
with which this has been done. The will 
to overcome and live and thrive has per- 
meated the soul and work of every man 
and woman of your business.” 
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Insurance as a Plank 


THE 23-word insurance plank in the 
platform of the Democratic party is not 
one that will evoke enthusiasm on the 
part of the insurance industry. Most in- 
surance people probably feel that the 
omission of reference to insurance in the 


platform would have been preferable. 
The plank reads: 
“We favor strict supervision of all 


forms of the insurance business by the 
several states for the protection of pol- 
icyholders and the public.” Superfi- 
this might seem to constitute an 
and 


have 


cially 
endorsement of state 
hence be pleasing to those 
feared that the TNEC 
likely to eventuate in some form of fed- 
eral However, the insurance 
plank in the Democratic platform strikes 


supervision 
who 
investigation was 


control. 


us as being something less than an ab- 
solute endorsement of state supervision 
and may even be an expression of policy 
that will play into the hands of those 
who do favor federal control. 

It is not impossible that the zealous 
insurance inquisitors may advance the 
theory that insurance is not being 
“strictly’’ supervised by the states and 
hence the Democratic platform demands 
that federal supervision be applied. 

It is a new experience for insurance 
to be a platform plank and we are not 
so sure that it is healthy for insurance 
to be a plank. If the parties get the 
notion that they must have a plank on 
insurance for each campaign, insurance 
is going to draw some sour planks along 
with some sweet ones. 


Savings Bank Insurance Trend 


Since New York’s 18-month-old 
bank life 
steadily been adding 
agency banks, it is illuminating to learn 


Sav- 


insurance system has 


wes 


issuing banks and 


that new business for the first half of 
this year showed a drop as compared 
with the first six months of the plan’s 


existence. Evidently the opportunity of 
buying insurance over the counter is not 
what kept life insurance production of 
companies generally from rising higher 
than it did first months of 
this year. 


for the Six 


Perhaps even more significant is the 
fact that agents have made virtually no 
complaints about competition. The 
banks’ relatively small production—less 
than $500,000 a month for the first half 
of 1940—has something to do with the 
lack of criticism. Also subsidy by the 
state and by the banks is much less of 
a factor than under the Massachusetts 
system. 
The $3,000 per life limit rules out 
large cases, which can run to $25,000 in 
Massachusetts. Since about 40 percent 
of those whom the banks in New York 
insure have no other insurance, the low 
limit per life means that banks stir up 
prospects who 
must turn to the companies if they 
want more than $3,000. This helps off- 
set the smaller cases which might have 
been written by an agent if it had not 
been for savings bank life insurance. 
Full credit should be given to the 
savings bank division of the insurance 
department and the member banks for 
keeping the competition clean. The cur- 
rent lack of animosity on the part of 
agents indicates that they are willing 


interest among some 


to let well enough alone. However, the 
fact that quite a additional banks 
will join the seven issuing and 10 agency 
already in the system should be watched 
carefully. It is no longer necessary for 
bank directors to invest their personal 
funds to get a savings bank life insur- 
ance department started, as was the 
case up to July 1. 

The greatest danger is that a move- 
ment to raise the limit above $3,000 per 
life will gain strength before its momen- 
tum is appreciated by life insurance 
men. When the law creating savings 
bank life insurance was being discussed 
in the New York legislature the limit 
per life was a storm center. The savings 
bankers who were interested strongly 
There was some 
is the maximum 
the banks are 


few 


opposed so low a limit. 
talk of $7,500, which 
savings account which 
permitted to accept. 


It is bad enough to permit even a 
$3,000 case to run the risk of missing 


the benefits of an agent’s expert serv- 
ice, for the small policy may call for the 
most skilled advice and bungled han- 
dling may be extremely serious to the 
beneficiary. To permit this risk among 
larger policies would broaden the eco- 
romic waste entailed by possible inex- 
pert insurance advice. Such a proposal 
would lack any possible justification ex- 
cept that of permitting the banks to 
gain a more favorable competitive posi- 
tion through the lower net cost that 
would follow the writing of larger units. 

The fact that the New York system, 
despite the augmented number of banks, 
wrote less business in the first half of 
this year than it did in the six months 


after it opened its doors makes it wise 
tor life insurance men to be on the look- 
out for arguments that the system can’t 
be operated “efficiently” unless the limit 
of $3,000 per life is substantially raised. 


The very condition that has so far kept 
savings bank life insurance from 
amounting to much of a competitor may 
be the basis of a strong plea for a freer 


rein. 








PERSONAL SIDE 


OF THE BUSINESS 





A. C. Resek, special deputy in the 
Chicago branch of the Illinois depart- 
ment, is preparing to leave this week- 


end on a two-week fishing expedition to 
Teal Lake, near Hayward, Wis.. where 
it is reported the muskies are striking 
very well. 

Prof. A. H. Mowbray, consulting actu- 
ary of the California department, who 
has been in Los Angeles for the past 
five weeks testifying in the hearings of 
the Chapter 9 life companies, has gone 
to Salt Lake City, to participate in an 
examination of the Utah state work- 
men’s compensation fund. 

Thomas E. Hartmann, associate gen- 
eral agent of the New England Mutual 
Life, Newark, will celebrate his 24th 
anniversary of service with the company 
Aug. 23. 

Frank H. Lewis, general agent of the 
Massachusetts Mutual Life in Newark 
tor more than 40 years, who had been 
ill in the Presbyterian Hospital, New- 
ark, for some time, has left the hos- 
pital and is now at his home in East 
Orange, N. J. He was given a number 
of blood transfusions to save his life. 
All blood donors were life insurance meu 


of northern New Jersey. 
Joe Jamison, veteran top-flight pro- 
ducer of the Roanoke, Va., ordinary 


agency of Life of Virginia and one of 
Virginia’s leading golfers, shot a 66 to 
break the Roanoke Country Club course 
record for amateurs in a match between 
the club and the Boonsboro team from 
Lynchburg. 

Maj. D. J. Wilson, who represents the 
Equitable Society at Hutchinson, Kan., 
leaves Aug. 4 for the National Guard 
camp at Camp Ripley, Minn. He will 
be executive officer of the 60th field 
artillery. 

J. Atwood Morrison of the life depart- 
ment of the Long-Coffin Agency, Hutch- 
inson, Kan., is spending three weeks at 
Fort Leavenworth in command of a 
C. M. T. C. Company. 

Miss Elizabeth Zechar of the account- 
ing department of the Ohio State Life, 
has passed the four examinations of 
Course 1 of the Life Office Management 
Association Institute, cum laude, with an 
average grade of 90 percent for the four 
examinations and no grade below 85 
percent. 

Miss Mary Louise Sherritt, daughter 
of John S. Sherritt, president Santa Fe 
National Life, Albuquerque, N. M., has 
been awarded a $450 scholarship to Rad- 
cliff College. 

Henry G. Mosler, chairman Million 
Dollar Round Table, agent Massachu- 
setts Mutual Life, Los Angeles, was 
presented a testimonial letter signed by 
the officers of the Life Underwriters 
Association of Los Angeles, at a lunch- 
eon tendered him before he left for active 
service as lieutenant commander in the 
navy. The letter expressed regret that 
Mr. Mosler felt called upon to resign 


as director and National committeeman 
of the association. “No man has been 
more able, willing or effective in his 
efforts than you,” the letter stated. “As 
meniber, committeeman, director, vice- 
president, president and finally chairman 
ot the National Million Dollar Round 
Table, over the period of your entire 
life insurance experience, you have won 
the affection and the esteem of every 
officer and member of our organization. 
Our regret is tempered by the pride 
which we teel as we release to the serv- 
ice Of our country a man who has dem- 
onstrated such outstanding patriotism, 
courage, character and ability. This re- 
public, to remain free and democratic, 
must command the services of its ablest 
men. In giving Henry Mosler to the 
naval forces of the nation, we feel con- 
tent that Los Angeles has given one of 
her very best.” 

Frank Mozley, Salt Lake City, home 
office representative of Beneficial Life, 
is a candidate on the Republican ticket 
tor state senator. He served one term 
as a member of the Utah House in 
1923. Mr. Mozley entered the business 
40 years ago, first with Metropolitan 
Life, and for the past 27 years with 
Beneficial. He has just concluded a term 
as president of the Salt Lake Associa- 
tion of Life Underwriters. 

Eugene O’Keefe, Aetna Life district 
agent at Hutchinson, and secretary of 
the Kansas Life Underwriters, will miss 
the directors’ meeting at Emporia be- 
cause of his duties as Boy Scout com- 
missioner for his district, which require 
his attendance at Philturn Rocky Moun- 
tain Camp near Cimarron, N. M., where 
he took a carload of scouts, including 
his own son. 

While in Los Angeles attending vari- 
ous west coast meetings the Business 
Men’s Assurance is holding, Lou L. 
Graham, director of field service, was 
given a surprise dinner party on his 
birthday. The party included Mrs. Gra- 
ham, Vice-President J. C. Higdon, who 
also is participating in the meetings, and 
J. P. Baldwin, manager for California. 

Jess W. Moore of Springfield, imme- 
diate past president of the Missouri 
Association of Life Underwriters, and 
Mrs. Moore have returned from a vaca- 
tion in Canada and the east. The Moore’s 
traveled by motor to Quebec, where Mr. 
Moore appeared on the program of the 
National Field Club of Mutual Life. Mr. 
Moore was 40th for the year in paid- 
for business in the United States and 
one of 49 men who qualified for the 
President's luncheon of his company. 

J. P. Duff, district manager of the 
Metropolitan Life in Newark, with the 
company 40 years, who will retire Aug. 
1, was tendered a dinner in West 
Orange, N. J., by his associates and 
friends. 

Walter Woodward, chairman of the 
Texas board of insurance commission- 
ers, is recuperating from a heart attack 
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he suffered while returning from the 
annual meeting of the National Associa- 
tion of Insurance Commissioners. He 
has returned to his home after spending 
several days in an Austin hospital. 


DEATHS 


_ Mrs. Ernest J. Clark, whose husband 
for more than twenty-five years has-been 
state agent of the John Hancock Mu- 
tual Life for Baltimore and the District 
of Columbia, died very suddenly. She 
was attending one of the premiere per- 
formances of the picture “Maryland” 








when she was stricken with a heart at- 
tack and died before reaching the hospi- 
tal. Mr. Clark is a past president of the 
National Association of Life Underwrit- 
ers'and chairman of the American Col- 
lege of Life Underwriters. A son, E. J. 
Clark, Jr., is associated with his father. 

Funeral services were held in Sausa- 
lito, Calif., July 22, for J. E. Phelps, for- 
mer insurance commissioner of Califor- 
nia, who died Saturday from a heart at- 
tack. Phior to his appointment, Mr. 
Phelps was a local agent in Los An- 
geles and since leaving the office has 
been in the brokerage business with his 
sons in San Francisco. 








NEWS OF THE COMPANIES 





Equitable Assets, Surplus, 
Insurance Up in Half Year 


Insurance in force of Equitable So- 
ciety at June 30, amounted to $7,027,- 
000,000, an increase from Dec. 31, of 
$91,000,000. Assets were $2,473,000,000, 
an increase of $70,800,000 during the 
half year. Contingency reserves and 
surplus, including provision for divi- 
dends for the rest of this year amounted 
to $126,000,000. New insurance paid for 
during the first half year was $186,600,- 
000 or $6,700,000 better than the parallel 
period of 1939. Income exceeded dis- 
bursements by $76,800,000. 

President T. I. Parkinson remarks that 
the investment problem remains most 
dificult. There continues to be a 
scarcity of corporate obligations of a 
quality that the Society requires and 
the yields of high grade securities re- 
main unreasonably low. The treasury, he 
said, persists in issuing short term ob- 
ligations with tax exemptions which re- 
sult in low yield unsuited to the in- 
vestment requirements of Equitable 
Society. 


—_———__. 


Agents Get Contest Awards 


Fourth of July seemed like Christmas 
to nearly 100 agents and general agents 
of Farmers & Bankers Life who received 
by express that day their awards in the 
special “President’s Anniversary Month” 
production contest in May. A new fea- 
ture that proved most popular was the 
awarding of attractive packages of fancy 
groceries shipped from a Wichita gro- 
cery the night before the 3rd. Other 
prizes included “cash purses,” tooled 
leather zipper first aid kits, etc., depend- 
ing upon the individual producer’s 
achievement. This is one of the two 
annual sales campaigns. The May cam- 
paign honors President H. K. Lindsley 
and the founder of the company. 





Home State Life Shows Gains 


Home State Life of Oklahoma City 
in its mid-year statement, shows gains 
in all departments. Assets amount to 
$1,925,954, policy reserve $1,478,169, 
capital $102,000; net surplus $259,693; 
premium income $362,777; total income 
$413,884; paid to policyholders $61,918; 
total disbursements $282,595; net inter- 
est earned 3.9; mortality ratio 34.9; in- 
surance written $5,494,238 and insurance 
in force $31,171,719. 


Indianapolis Life Picnic 

The annual picnic for the home office 
staff of the Indianapolis Life was held 
at the Indianapolis Country Club with 
140 in attendance. President E. B. Raub 
spoke briefly following the dinner. He 
reported a notable increase in business 
in recent months, which has really taxed 
the output facilities of various depart- 
ments. Edward Kepner, master of cere- 
monies, presented prizes won in the 
various events. Golf winners were A. H. 
Kahler, J. E. Kahler, E. B. Raub, Finck 
Dorman and Clare Buennagel. 


Guardian, Tex., Takes Union 
Southern Ordinary Business 


DALLAS—The Guardian Life of 
Dallas has reinsured the ordinary busi- 
ness of the Union Southern Life of 
Dallas, it is announced by Elmer Adams, 
vice-president and general manager of 
the Guardian Life. The Union South- 
ern’s $300,000 of ordinary business gives 
the reinsuring company approximately 
$5,000,000 insurance in force. The in- 
dustrial department of the Union South- 
ern was reinsured by the Guardian last 





New Trustee Takes 
Place on Board 








CLARK M. ROBERTSON 


Clark M. Robertson, Milwaukee at- 
torney, attended the trustees meeting of 
Northwestern Mutual Life held in Mil- 
waukee. He was elected last week to 
succeed Percy V. Madeira, Philadelphia, 
who retired after serving nearly 30 
years. Mr. Robertson is counsel and 
director of some major business inter- 
ests and was a member of the examin- 
ing committee of policyholders of the 
Northwestern Mutual for the last year. 


Officers Are Reelected 


All officers were reelected. New mem- 
bers of the executive committee are 
Walter Kasten and W. D. Van Dyke, 
Jr., who will serve with the reappointed 
members; Mr. Cleary, Max Babb, How- 
ard Greene, C. Q. Chandler, F. J. Sen- 
senbrenner, Louis Quarles and Frank 
R. Bacon. 

Trustees reelected for full four-year 
terms were F. J. Sensenbrenner, Nee- 
nah; C. T. Bundy, Eau Claire; W. R. 
Frame, Waukesha; Dr. Rock Sleyster, 
Wauwatosa; Prof. H. R. Trumbower, 
University of Wisconsin; J. W. Simp- 


son, H. S. Falk, Fred C. Best and W. W. 
Coleman, Milwaukee. 


February, taking over about $560,000 of 
industrial business. 

The Union Southern’s ordinary de- 
partment agency force has been taken 
over by the Guardian. It has discon- 
tinued the title of manager of the in- 
dustrial department, which will hence- 
forth function under the supervision of 
R. W. Caruth, agency supervisor. Mr. 
Caruth is also in charge of the ordinary 
agency department. He was manager 
of the home office agency of the old 
Time Life of Dallas before it was re- 


insured by the Guardian Life. B. H. 
Strong, manager of the Dallas No. 1 


district of the Guardian Life, will be- 
come assistant manager of the industrial 
department. 


Duluth Company Changes Name 


The Duluth & Iron Range Accident 
of Duluth, Minn., which was originally 
incorporated as the Duluth Casualty, 
has been licensed by the Minnesota de- 
partment to write life, accident and 
health on the assessment plan. 


Provident L. & A. Half Year 
Provident Life & Accident gained 
more than $750,000 in assets during the 
first half year, more than $200,000 in 
surplus, more than $7,000,000 in insur- 
ance in force, bringing that figure to a 


new all-time high of more than $141,- 
000,000. 

The accident and health premiums 
were greater by $640,000 than during the 
first six months of 1939. Payments to 
policyholders and beneficiaries during 
the first six months amounted to about 
$2,690,000. 


pn 


Protective's Mid-Year Figures 

Protective Life of Birmingham, Ala., 
reports that as of June 30 it had $126,- 
998,781 insurance in force, increase 
$11,663,818. Legal reserves were $10,- 
700,059, increase $809,069. Income for 
the year ending June 30 was $3,513,668, 
capital and surplus $1,658,825 and assets, 
$12,748,042. 


Minn. Mutual 60th Anniversary 


Aug. 6 marks the 60th anniversary of 
the founding of the Minnesota Mutual 
Life and the entire agency force is now 
engaged in a production campaign in 
honor of the event. President T. A. 
Phillips announces that for the first half 
of 1940 new business is well ahead of 
last year and terminations are substan- 
tially less. 


Modem Mutual Life Action 
A receiver has been asked for the 
Modern Mutual Life of Chicago and the 
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Illinois insurance department has been 
instructed to liquidate it. It operated 
under the Illinois assessment act. Its 
assets were last given as $8,064 and 
surplus $487. Its premiums last vear 
were $15,878, total income $17,236, paid 
policyholders $3,897, total disbursements 


$16,209. It had insurance in _ force 

$1,000,295. 

Would Expedite Liquidation 
SPRINGFIELD, ILL.—The receiv- 


ership case of the American Bankers of 
Jacksonville has been transferred from 
the Morgan county circuit court in that 
city to the Sangamon county circuit 
court here, to expedite and simplify 


liquidation by moving the property and 
assets to this city. 





Reno Company Licensed 

The First American Assurance of 
Reno, Nev., has been licensed under the 
mutual assessment laws with a cash de- 
posit of $5,000 to write life and dis- 
ability insurance. 





Provident American Reinsured 

The Southern States Life of Houston 
has reinsured the Provident American 
Life of Fort Worth, organized last year 
by George L. Grogan, former Kansas 
company executive. 








LIFE AGENCY CHANGES 





Murphy Home Office General 
Agent in Sacramento 


Robert E. Murphy has resigned as 
general agent in Sacramento for Lin- 
coln National Life to take over the 
home office general agency of Califor- 
nia-Western States Life there. He is 
well known in the territory, having 
served two terms as president of the 
Sacramento Association of Life Under- 
writers. In his new position he takes 
the place of Gilbert Ball, who has been 
transferred to San Francisco as man- 
ager for California-Western States. Mr. 
Ball has been with his company since 
1929 and has made a splendid record. 





Lively Is Jolly’s Assistant 

Charles E. Jolly, district manager of 
the ordinary department of the Pru- 
dential in Oklahoma City, has appointed 
Robert A. Lively as assistant, covering 
Oklahoma, part of Arkansas and Wich- 
ita, Kan. Mr. Lively has been special 
agent for two years. 


Tennessee Appointments of 
Metropolitan Life 

C. E. Creagh, formerly manager for 
one of the Metropolitan Life districts 
in Chattanooga, has been appointed 
manager of the Rock City district in 


Nashville, with headquarters in the 
Stahlman building and a branch at 
Clarksville, Tenn. He succeeds M. A. 


Simpson, who is retiring after 18 years 
as manager of Rock City district. 

A native of Amory, Miss., Mr. 
Creagh joined the Metropolitan in 1930 
as an agent in the Knoxville district. 
He has served as an agent, assistant 
manager, field training and agency su- 
pervisor, and in 1938 was promoted to 
manager of his former district. 

Paul C. Simpson, assistant manager of 
the Rock City district, has been pro- 
moted to manager of the Chickamauga 
district, with headquarters in the James 
building, Chattanooga, and a branch of- 
fice at Cleveland, Tenn. 

A native of Nashville, Mr. Simpson 
graduated from Vanderbilt University 





rounded gains. 


Forging Ahead in Forty 


INDIANAPOLIS LIFE in its THIRTY-FIFTH ANNIVER- 
SARY YEAR — 1940 — continues substantial, well- 


Highlights From Six Months’ Summary 





NEW SALES MATERIAL 


materials for fieldmen. 


Edward B. Raub 
President 





GAIN OF INSURANCE IN FORCE—43.7% 
Ahead of gain of first six months, 1939, 
in force to approximately $1 13,000,000. 


ASSETS INCREASED TO OVER $25,000,000. 
NEW BUSINESS was ahead of same period last year. 


LAPSE RATIO—While always low—was lowest for any six 
months in Company's history. 


Two new policies—Life Paid Up at 65—and a splendid 
Mortgage Redemption Policy—plus several new sales 
aids, have been added to the very complete kit of sales 


Agency opportunities in sections of Indiana, Illinois, Ohio, 
Michigan, Minnesota, lowa, Texas and California. 

The average production of the Company's leading one 
hundred producers showed a substantial increase during 
the first half of 1940. Aggressive, capable men are 
finding splendid opportunities with this Company. 


INDIANAPOLIS LIFE INSURANCE COMPANY 


A Legai Reserve, Mutual Company 


bringing total 


A. H. Kahler 
2nd Vice-President 
Supt. of Agencies 





Law School in 1933 and, after passing 
his bar examinations, practiced his pro- 
fession. In 1934, he joined the Metro- 
politan as an agent and made rapid 
progress in life insurance. He was ap- 
pointed an assistant manager in Knox- 
ville in 1935, became an agency sales 
instructor in 1937 and, at his own re- 
quest, was reappointed an_ assistant 
manager in Nashville in 1938. 
Name Haile, Seiler in Georgia 
SAVANNAH, GA.—S. W. M. Haile 
has been appointed district manager 
Equitable Society, and C. W. Seiler has 
been made home mortgage loan repre- 





sentative. H. Johnson, Atlanta, 
agency manager, installed the newly 
named officials. 

A resident of Savannah, Mr. Haile 


has been in the life insurance business 
for the past eight years. As district man- 
ager, his territory will include Savannah 
and counties south to the border line, 
taking in Brunswick and Waycross and 
running north to Augusta. 

Mr. Seiler has been with Equitable 
for 15 years. The company formerly 
made loans on homes in Savannah, but 
discontinued this service several years 


ago. 


New Setup in Mississippi 

With the appointment of H. L. Vick- 
ery as general agent of the Volunteer 
State Life for Mississippi with head- 
quarters in the Guarantee Bank building 
at Jackson, H. M. Carter, who has been 
manager, will continue in that capacity 
but in compliance with his request he 
will be relieved of details and responsi- 
bilities in connection with the manage- 
ment of the local collection office and 
the servicing of business in force in the 
state. 


Joins State Mutual Life 
in Springfield, Mass. 








WILLIAM A. CONWAY 


William A. Conway, one of the largest 
individual life insurance producers in the 
United States, and a pioneer in sales 
education for agents, has just been made 
general agent for State Mutual Life in 
Springfield, Mass. Mr. Conway’s ap- 
pointment, which was effective on July 
15, will put him in charge of the western 
Massachusetts territory. Setting a peak 
production record of $2,000,000 in one 
year as soliciting agent, and an authority 








POLICYHOLDERS’ 


SINCE 1845 


The Mutual Benefit 


LIFE INSURANCE COMPANY 


ORGANIZED 1845 





COMPANY 


NEWARK, N. J 








Rm ieee staee mai 


Sana ON Jac 


XUM 


a2:1:¢.@&o @ eee a mm ia 


XUM 


July 26, 1940 


LIFE INSURANCE EDITION 

















on induction, training and supervision of 
salesmen, Mr. Conway plans a moderate 
expansion program of the 58!2 year old 
agency. 

A native of Springfield, he began his 
business career in the home office of 
Massachusetts Mutual Life, and later 
went to Hartford as assistant chief clerk 
of premium accounts with Travelers. 
Later deciding to go into selling, Mr. 
Conway became agent for that company 
in New York, writing a peak volume 
of $2,000,000 to lead the organization. 

Before joining the Louis A. Cerf, Jr., 
office of the State Mutual in New York 
in December, 1939, as agency manager, 
the post from which his present advance- 
ment comes, Mr. Conway was assistant 
to the vice-president of Penn Mutual 
Life, with the title of director of field 
service. He gathered other experience 
in agency building as supervisor of agen- 
cies for Fidelity Mutual Life. 


Bender Minneapolis Manager 


Lewis E. Bender has been named 
Minneapolis manager of the Acacia 
Mutual Life. He formerly was manager 
of the brokerage department of the 
Northwestern National Life and before 
that with the Mutual Benefit Life. 





Coulson Succeeds Hunken 
in Springfield Agency 








GEORGE C. COULSON 


George C. Coulson has been appointed 
general agent at Springfield, Mass., by 
Connecticut Mutual Life, succeeding H. 
C. Hunken, who has been transferred to 
Chicago as associate general agent in 
the C. J. Zimmerman agency. 

Mr. Coulson has been with the ‘Con- 
necticut Mutual 12 years, first as a 
representative and later as a supervisor 
at Pittsburgh. He qualified for the 
Quarter Million Dollar Corps in 1935, 
has qualified for six company conven- 
tions, was a member of the President's 
Club in 1935, and was a charter member 
of the Connecticut Mutual Dependables. 
In 1937, his first year as supervisor in 
the Pittsburgh agency, he won the F. O. 
Lyter award for the most outstanding 
organization job among the company 
supervisors. In 1938 he was called to 
the home office where his primary task 
has been assisting E. C. Andersen, edu- 
cational director, in the furtherance of 
the company’s estate extension plan. He 
has also been on the faculty of the home 
office training schools which the com- 
pany has held for new agents. 








ATTORNEY, former counsel for life company 
and former attorney for insurance department, 
desires connection as Home Office Counsel; ex- 
Perienced in life insurance law and its admin- 
istration and in departmental practice; has wide 
acquaintances and contacts with insurance de- 
Partment personnel in number of states. Ad- 
dress: L-95, The National Underwriter, 175 W. 
Jackson Blvd., Chicago, Illinois. 








New Philadelphia Manager 
for Continental American 


Harold S. Mason, prominent Philadel- 
phia life underwriter, was appointed 
manager of the 
Continental Ameri- 
can Life branch of- 
fice in Philadelphia. 
He has an 11-year 
background in life 
insurance and_ is 
active in the life 
underwriters asso- 
ciation, b ei ng 





chairman of the 
supervisors group 
and = sub-chairman 
of the speakers 
bureau of the com- 
mittee on life in- 
surance informa- H. S. Mason 


tion. After a general selling experience, 
Mr. Mason entered life insurance in 
Charlotte, N. C., in 1929. Since 1931, he 
has been assistant manager of a Phila- 
delphia agency, and for several years 
his group has led the agency. 

Mr. Mason has spoken before many 
clubs and service organizations on driv- 
ing safety. and also has conducted pub- 
lic speaking classes. He is active in 
boy scout work. Assistant managers in 
the Philadelphia branch are Newton B. 
Misell and Mahlon B. Simon. 


Assistant Group Manager 
for Aetna Life in Chicago 


Ernest F. Webster has been appointed 
assistant manager of the group depart- 
ment in the R. 
Edwards general 
agency of Aetna 
Life in Chicago. 
This is a new post 
that has just been 
created. Mr. Web- 
ster has been con- 


nected with the 
agency since 1925 
when he was ap- 


pointed home office 
representative in 
the agency’s group 





department. He is 

a native of Chicago. E. F. Webster 
After some experi- 

ence in the Edward’s agency, Mr. 


Webster was assigned for a short time 
to the group department in the Phila- 
delphia agency. He is well known among 
the Chicago brokers, having done much 
service work for them on group cases. 





Mouzon Shifts Affiliation 
H. D. Mouzon, Jr., formerly Fort 


Worth manager of the Amicable Life of 


Waco, has been appointed manager 
there by the California-Western States 
Life. Mr. Mouzon was the Amicable’s 
manager at Wichita Falls before being 
transferred to Fort Worth three years 
ago. He is the immediate past presi- 
dent of the Fort Worth Association of 
Life Underwriters and has been vice- 
president of the Texas association. 

Phil Beatty, Union Central agent at 
Salina, Kan., for several years, is being 
transferred to Hutchinson as district 
agent. 

C. J. Hoffman, formerly agency super- 
visor in the M. A. Law agencv of the 





National Life of Vermont in Chicago, office at 114 South Ninth street. The 








has joined the H. L. Cramer agency of 
the Northwestern Mutual Life at South 
Bend, Ind., specializing in business in- 
surance and estate conservation work. 
Floyd S. Young, who has been with 
the Northwestern Mutual Life at Shen- 
andoah, Ia., has been transferred to 
Fort Collins, Col., as district agent. 
Everett B. Case of New Bedford, 
Mass., formerly with Travelers, has been 
appointed district manager in Bristol 
county by the Connecticut General Lite, 
with headquarters in New Bedford. 
The North American Life & Casualty 
of Minneapolis has opened a downtown 
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Osterberg agency, which heretofore has 
had offices at the home office, will oc- 
cupy the new quarters. 

The West Coast Life has appointed 
Charles Beyers as agency 
manager in Los Angeles, associated 
with Robert Freeman, southern Califor- 
nia manager. He has had 19 years life 
insurance experience 


associate 





Kirkpatrick to Birmingham 
for Mutual Benefit Life 








GRAHAM KIRKPATRICK 


Graham Kirkpatrick, for the past year 
and a half a member of Mutual Benefit 
Life’s agency department staff, has 
been appointed general agent at Birm- 
ingham, Ala. He succeeds J. F. Lee, 
who retires Aug. 1, but who will con- 
tinue his 24-year association with Mutual 
Benefit as representative at Birmingham. 


Mr. Kirkpatrick’s appointment takes 
him back to his native state where he 
began his life insurance career. Born 


at Selma in 1901, he was graduated from 
the United States Military Academy in 
1925. He served for a time as intelli- 
gence officer with the eighth infantry. 
In 1928 he joined the sales staff of the 
\labama Power Company and two years 
later was appointed sales supervisor of 
the company’s largest district. 

He entered insurance in 1934 as agent 
for an Alabama company. Following an 
experience as general agent for that com- 
pany at Columbus and Atlanta, Ga., and, 
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as branch manager for another company 
in Texas, he joined Mutual Benefit’s 
Atlanta agency in 1936 as supervisor. He 
was responsible for much of the ad- 


LIFE SALES 


vanced training and supervision in the 
agency there until January, 1939, when 
he was appointed to the home office 
staff as agency assistant. 





MEETING 





Hold Penn Mutual Regional 
at Excelsior Springs, Mo. 


“Life Insurance in Action” will be 
the theme of the fourth annual midwest 
regional Penn Mutual Life conference 
to be held at Excelsior Springs, Mo., 
Aug. 30-Sept. 2. 

James E. Rutherford, Des Moines 
agency manager, and Fred A. Schnell, 
Peoria manager, are in charge of ar- 
rangements. Three additional agencies 
will attend the conference, which for 
the last three years has consisted of 
the Des Moines, Peoria, St. Louis, Kan- 
sas City, Oklahoma and Wichita agen- 
cies. This year the meeting will be 
enlarged to include the Omaha, Daven- 
port and Waterloo, Ia., agencies. 

Alexander E. Patterson, vice-president; 


William J. Nenner, assistant to the 
agency vice-president, and Louis Os- 
wald, agency assistant, will be in 
attendance from the home office. 





Northern Life Has Homecoming 

SEATTLE—The field force of North- 
ern Life gathered with officials for their 
convention and home coming here this 
week. The delegates were welcomed by 
Mayor Langlie of Seattle and Commis- 
sioner Sullivan. President D. B. Morgan 
spoke at the business session. 


Is Winding Up Conferences 


Frank B. Jacobshagen, secretary 
Farmers & Bankers Life, will finish the 
annual series of spring and summer one 
day group conferences of general agents 
at St. Paul July 29. Similar meetings 
have been held in the last two months 
at Amarillo, Oklahoma City, Lamar, 
Colo., Springfield, Mo., Parsons, Kan., 
and Norfolk, Neb., details being handled 
by division managers of the middle 
western territory. J. H. Stewart, Jr, 
vice-president and treasurer, accompa- 
nied Mr. Jacobshagen to some of the 
conferences which are devoted entirely 
to management problems such as re- 
cruiting, selection, and training of agents. 


~~ 


Aetna Coast Rally at Del Monte 
A four-day regional conference of the 

western division of the Aetna Life was 

held in Del Monte, Cal. Among the home 


office officials appearing on the program 
were: S. T. Whatley, vice-president; 
R. B. Coolidge and A. H. Hiatt, super- 
intendents of agencies; N. M. de Nezzo, 
assistant superintendent of agencies, 
and I. F. Cook, assistant secretary group 
division. A number of the qualified 
“regionnaires” also spoke at the ses- 
sions. States represented were Califor- 
nia, Colorado, Utah, Montana, Idaho, 
Washington, Oregon and western Texas. 

Following the meetings the home oi- 
fice officials spent several days in con- 
ference with F. C. Whatley, San Fran- 
cisco general agent, and Clark A. Moore, 
general agent in the Oakland-East Bay 
district. 


Honor San Jose Agency 

O. J. Lacy, president California-West- 
ern States Life; Ray P. Cox, vice- 
president and manager agencies, and 
Harry W. Storck, home office super- 
visor, were principal speakers at an 
agency meeting in San Jose, Cal., with 
members of the Floyd Onyett agency 
as guests. The agency led the honor 
roll of the company during June and 
the meeting was held to acknowledge 
this achievement. 

Mr. Lacy and H. H. Buckman, second 
vice-president, have been attending a 
series of business conferences at Stan- 
ford University. 


Higdon Conducts Coast Rallies 


J. C. Higdon, vice-president in charge 
of sales for the Business Men’s Assur- 
ance, is spending eight weeks on the 
west coast, conducting sales meetings at 
Los Angeles and San Francisco and 
round table conferences with Washing- 
ton and Oregon agents at Spokane, with 
California agents at Del Monte and with 
Utah salesmen at Salt Lake City. 

California salesmen representing the 
Business Men’s Assurance, assembled at 
Del Monte for a round table meeting. 
Only salesmen who qualified for the 


meeting were eligible to attend with 
their wives. There were about 50 in 
attendance. 


J. P. Baldwin, vice-president and 
California manager, presided. J. C. Hig- 
don, vice-president, and L. L. Graham, 
director field service, represented the 
home office. 

In a series of informal panel discus- 














| acruas 


CALIFORNIA 
Carl E. Herfurth 


Barrett N. Coates 
COATES & HERFURTH 
CONSULTING ACTUARIES 


$82 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 




















ILLINOIS 
WALTER C. GREEN 


Consulting Actuary 
Franklin 2633 
831 W. Wacker Drive, Chicago 














DONALD F. CAMPBELL 
and 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries 
100 N. La Salle St. Chicago, Illinois 
Telephone State 1336 














HARRY S. TRESSEL 
Certified Public Accountant and 


Actuary 
10 S. La Salle St., Chicago 


Associates 
MU. Wolfman, A. A. LA 


. Franklin 4626 
N. A. Moscoviteh, Ph. D. 
- Lally 


L. J 











INDIANA 





Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis—Omahu 














HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio St. 
INDIANAPOLIS, INDIANA 

















LIFE REINSURANCE— 


STANDARD AND SUBSTANDARD 


North American Reassurance Company 


Lawrence M. Cathles, Pres. 


99 John Street, New York 

















NEW YORK 





Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 


Edward B. Fackler Robert D. Holras 
6 West 4@th Street New York City 








Consulting Actuaries 
Auditors and Accountants 


S. H. and Lee J. Wolfe 


Lee J. Wolfe 

William M. Corcoran 

Joseph Linder 

116 John Street, New York, N. Y. 











PENNSYLVANIA 











FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


Associates 
Fred E. Swartz, C. P. A. 
E. P. Higgins 


THE BOURSE PHILADELPHIA 











, 


aoe, en 


i 


XUM 


XUM 


July 26, 1940 


LIFE INSURANCE EDITION 


ps 
wn 








sions, salesmen were given an oppor- 
tunity to discuss the effective use of 
sales aids and advertising, plan of pros- 
pecting, effective sales presentations, 
etc. 


Illinois Bankers Meeting 


Illinois Bankers Life will hold its an- 
nual agency convention at the Edge- 
water Beach Hotel, Chicago, Aug. 19-21. 


C. C. Neslen, insurance commissioner 
of Utah, has been appointed member of 
the war service advisory council of the 
Salvation Army. 


~NEW YORK 


NEW YORK CITY FIGURES 

Production of ordinary life insurance 
in New York City, as estimated by the 
Life Insurance Sales Research Bureau 
and released through the New York 
City Life Underwriters Association, was 
$45,448,000 as compared with $46,017,- 
000 for June, 1939. 














KLEIN'S EXHIBITION OF CHINA 

Manager Elias Klein of the Book- 
staver agency of the Travelers in New 
York City has on exhibition at the office 
his collection of Meisen-Dresden china 
and a group of elephant statuettes. The 
Meisen-Dresden collection includes sev- 
eral beautiful pieces made in the early 
18th and 19th centuries. The art became 
extinct after the Franco-Prussian war of 
1870. The collection of elephants in- 
cludes jade, carnelian, crystal, agate, 
coral, ivory, petrified wood (tiger-eve), 
rose-quartz and other semi-precious 
stones. 





MRS. JOSEPH’S TECHNIQUE 

Producers are always interested in 
how to use the telephone and whether 
indeed to use the telephone in their 
work, This is a subject that always ex- 
cites much interested discussion at 
agency gatherings and there is usually 
found a sharp difference of opinion on 
many phases of the question. Mrs. Lil- 
lian J. Joseph of the A. G. Joseph 
agency of Home Life in New York has 
some very definite ideas on the subject, 
the net of which she puts into the 
slogan: “Don’t telephone, go!” Mrs. 
Joseph is the only woman member of 
the President’s Club of her company. 
She ranks seventh among all producers 
for the first six months. 

Mrs. Joseph declares that a telephone 
call may inconvenience a man and cause 
him annoyance. It may also put him 
on his guard for the visit of the agent. 
Between the time of the call and the 
visit he can prepare himself with coun- 
terarguments. 

Mrs. Joseph relates a personal experi- 
ence that supports her theory. She was 
supplied with the name of a woman 
policyholder that moved to New York 
from another place. Mrs. Joseph tele- 
phoned to make an appointment, but 
was informed by the policyholder’s sec- 
retary that the policyholder was too 
busy even to talk to Mrs. Joseph over 
the phone. Mrs. Joseph telephoned sev- 
eral times thereafter but to no avail. 
Mrs. Joseph finally went up to the office 
of the policyholder and in a short time 
was ushered into her office. 

After conducting a successful inter- 
view, the policyholder admitted that she 
did not have time to talk over the phone, 
but because Mrs. Joseph had taken the 
trouble to call upon her personally, she 
had no other course but to speak to her. 
Mrs. Joseph made a sale and got the 
names of three others in the office of 
the policyholder to whom she sold insur- 
ance. 

The prospect, Mrs. Joseph believes, 
treats with more courtesy the agent who 
takes the trouble to call personally than 
one who uses the telephone. Some feel 
that time is wasted when a call is made 
and the prospect is out, but Mrs. Joseph 
feels that leaving of a calling card is 
more impressive and dignified than a 
telephone message. 


Historic Shrines 
Mecca of Franklin 
Life’s Convention 





(CONTINUED FROM PAGE 6) 
Mich; and Frank W. 
agent Milwaukee. 

W. B. Stone of the Peoria agency chat- 
ted for some time on the beach with 
Paul Pendarvis, leader of the Cavalier 
Club’s orchestra, and succeeded in arous- 
ing considerable interest in the purchase 
of a $25,000 policy plus business insur- 
ance on some of the outstanding men in 
his band. Unfortunately the convention 
broke up too soon for Mr. Stone to close 


Engel, general 


the case. Any reader who follows up 
this item and closes Mr. Pendarvis 
should remit an equitable share of the 


commission to Mr. Stone. 

Cc. F. Becker, son of President Becker, 
was the first in his boat of deep sea 
fishermen to catch a fish. It was a two- 
foot tiger shark. 

The trip to Williamsburg covered 
some ground that was very familiar to 
Vice-president W. J. Hiller and to Harry 
Kramer, Holland, Mich. Mr. Hiller was 
at Fort Monroe before getting his com- 
mission and going overseas in the last 
war and Mr. Kramer was stationed at 
Newport News before going overseas, 

In another deep sea fishing boat, R. H. 
Collins, general agent Milwaukee, had 
to lean over the side and reach under 
water to free his hook from the rudder. 
In some way, Ralph Zimmer, Milwau- 
kee, and Frank Hostetter, assistant to 
the president, who were holding on to 


Mr. Collins’ seat, let him slip. Mr. Col- 
lins got a brief ducking and was in- 


clined to wonder whether it was entirely 
accidental. 

E. H. Wyatt, Dalton, Ga., and Guy 
Cowden, general agent Springfield, Mo., 
each caught 20-pound sharks, the largest 
that were taken on the deep sea fishing 
trip. 

One of the buses chartered for the 
Williamsburg trip enjoyed the singing 
of a group of volunteer choiristers led 


by F. J. O’Brien, director of sales pro- 
motion. Mr. O’Brien is an alumnus of 
two network broadcasting stations and 
the choir of St. Patrick’s cathedral, New 
York City. 


Boost Roy Ray Roberts 
for National Trustee 


LOS ANGELES—President Henry 
E. Belden of the Los Angeles Life Un- 
derwriters Association at the initial 
meeting of the new board announced 
the launching of a campaign on the part 
of the local association to have Roy 
Ray Roberts, general agent State Mu- 
tual Life, chosen trustee of the National 
Association of Life Underwriters at the 
annual convention in Philadelphia in 
September. John Newton Russell, past 
president of the National association; 
Fred C. Hathaway, manager Mutual 
Life of New York; Leon A. Soper, gen- 
eral agent Phoenix Mutual, and Kellogg 
Van Winkle, agency manager Equitable 
Society, were named as a committee to 
conduct the campaign on Mr. Roberts’ 
behalf. 


Issues New Industrial Forms 

A new line of industrial policies, which 
in effect are miniature ordinary policies 
as they contain all the provisions of 
such policies, is being issued by the 
Guardian Life of Dallas. A new in- 
dustrial rate book was issued with the 
new policies, which contain such stand- 
ard ordinary policy clauses as cash value 
and loan provisions, conversion priv- 
ileges, and paid-up and extended insur- 
ance clauses. <A five-week grace period 
instead of the usual four-week period in 
industrial policies is provided. 


Agents and officials of the Standard 
Life of Jackson, Miss., honored W. T. 
Brinson, special representative in Chat- 
tanooga, Tenn., at a banquet there. 
Mr. Brinson made a short talk as did 
E. W. Williams, director of the Chat- 
tanooga district, who praised the agents 
for setting a new record in a recent 
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Perrsonal Production 


by a general agent is emphasized in Western Life con- 


tracts because it enables a man to make a good living on a 


A general agent in the wide open spaces, for instance, 
on an agency production of $146,000, ($96,000 written by 
him personally) earned $4229 in 1939. First year earnings 
were $2227 and bonuses and renewals $1922. Only $52 of 
his 1939 earnings came from agents’ reversions. 

General agency openings in California, Oregon, Wash- 
ington, Idaho, Montana, Utah and Wyoming. Look up 


WESTERN LIFE 


INSURANCE COMPANY 


Since 1910 


Assets $14,903,973 
Surplus $2,350,000 


a, 


MONTANA 


LEE CANNON 
Agency Vice President 











WO 





‘SAC LETC: 


X PACIFI 


‘GIAN 


We are glad to announce 
the availability of several 
Pacific Mutual Family In- 
come Plans designed to fill 
the gaps in the protection 
provided by the Govern- 


ment's Social Security 


Program. 
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Rabinovitch Heads 
Michigan Council 


LANSING, MICH.—Jack Rabino- 
vitch, producer of the Northwestern 
Mutual in Flint, was elected chairman 
of the Life Underwriters Council, the 
liaison organization between the Michi- 
van life field and the insurance depart- 
ment, at the biennial election. Mr. Rabi- 
novitch, who is a past president of the 
Michigan State Association of Life Un- 
derwriters, succeeds John Hindelang of 
the George Beach Company, Detroit, 
who has headed the council for the past 
two years. Mr. Hindelang will serve as 
vice-chairman. 
Membership of Council 

The membership of 
changes every two years. 
are nominated by the Michigan state 
association, three general agents and 
three agents. Qualified Life Underwrit- 
ers of Detroit nominate three agents and 
the Associated Life General Agents & 
Managers name three general agents to 
complete the council. 

Representing the state association are 
President E. P. Balkema, Northwestern 
National, Detroit; Mr. Rabinovitch, L. 
L. Livingston, Franklin Life, Grand Rap- 
ids; H. L. Harvey, Equitable of Iowa, 
Kalamazoo; R. D. Stearns, Penn Mu- 
tual, Saginaw; Harold Brogan, Ohio Na- 
tional Life, Lansing. H. B. Thompson, 
Detroit, secretary-treasurer of the state 
association, is ex officio secretary-coun- 
sel of the council. 

Representing the 
tion are President Donald 
Manufacturers Life, and C. A. Macau- 
ley, John Hancock Mutual, with one 
more nominee to be named at the next 
meeting. Representing Q. L. U. are 
President W. A. Post, Connecticut Gen- 
eral; Mr. Hindelang and J. H. Kennedy, 
Equitable Society. 


the council 
Six members 


associa- 
Machum, 


nianagers’ 


Counsellor Activities Discussed 

The first of a projected series of meet- 
ings with the insurance commissioner 
was held shortly after the formation of 
the new council, at which Commissioner 


Emery reiterated his former stand 
against the broadcasting of advice to 
policyholders by so-called “counsellors” 
who have a decided axe to grind. A 


case of this sort was chased off the air 
last year, and the same “counsellor” is 
reported to be back on the air in Detroit 
again. 

The question of licensing agents was 
taken up at the session, with the com- 
missioner repeating his view that the 
field is overcrowded and that the num- 
ber of licensed agents in Michigan should 
be sharply reduced. At future confer- 
ences an attempt will be made to formu- 
late practices in reference to agent 
licensing, perhaps supplemented by rul- 
ings by the department. 


Bridges Talks to A. & H. Men 


S. R. Bridges, Jr., general agent of 
the Provident Mutual Life and _ presi- 
dent of the Atlanta Association of Life 
Underwriters, addressed the July meet- 
ing of the Atlanta Accident & Health 
Association, outlining the experiences of 
the life association in its development 
to the powerful, close-knit organization 
that it is today and offering some sug- 
gestions which the accident and health 
association plans to incorporate into its 
program for building membership. 
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Hart Claims Agents 


Are Indispensable 
LAFAYETTE, IND.—Any 


who has observed the progress of life 
insurante, both in this country and 
abroad, is forced to the conclusion that 
life insurance must be sold because it 
will not be voluntarily purchased. There- 
fore, the licensed agent is indispensable 
to this business, H. D. Hart, vice-presi- 
dent Illinois Bankers Life, said in an 
address delivered before the students of 
the Indiana Life Underwriters Associa- 
tion school dealing with rural agents’ 
problems given at Purdue University. 
His subject was “Why the Life Under- 
writer? 

As an argument for his stand, Mr. 
Hart explained the English system of 
selling against that of the agency system 
in this country. It is true, he said, that 
English companies have salesmen, but 
an aggressive salesmanship is frowned 
upon over there. They lay far more 
stress upon the importance of the ac- 
tuarial science and the science of under- 
writing than they do on the science of 
salesmanship. The salesmen are re- 
pressed and restrained. 


Shows Comparative Results 


Ile listed the new business produc- 
tion in 1939 of the ten leading English 
companies, which was $342,498,510, as 
compared with new business produced 
by the ten largest American companies, 
which was $3,955,779,779. From. this, 
he pointed out, it can be seen that 
American companies produced 11.5 
times their English counterpart. 

Listing more examples to substantiate 
his statements, he said that many abor- 
tive efforts had been made in the United 
States to sell without using the services 
of agents. Postal Life of New York 
is an example of this effort. Having 
been in the business since 1904, it op- 
erates without agents. Last year new 
business produced showed only $1,312,- 
442. Scores and scores of individual un- 
derwriters in the United States have 
personally produced more than that to- 
tal amount each year, Mr. Hart said. 

Giving more outstanding examples, he 
touched upon the state life fund of Wis- 
consin, which last year produced $267,- 
000 of new business; the 32-year-old 
Massachusetts savings bank plan, which 
in that time has produced only $28,057,384 
of insurance, and the failure of Sears, 
Roebuck & Co. in attempting to sell life 
insurance by the mail order system and 
over the counter of their retail stores. 


person 





Birmingham Ala.—A cashiers’ section 
has been organized with these officers: 
G. E. Shields, New York Life, president; 
B. F. Irby, Sun Life, vice-president; Lu- 
eile Cannon, Aetna, secretary-treasurer. 

E. E. Dent, Equitable, was introduced 
as the new president of the Managers 
Association. 

Meridian, 
Henry C. 
Lendon, 
secretary-treasurer 
mitteeman. 

Wichita, 


officers are: 
Allen, president; Frank Mce- 
vice-president; J. G. Denson, 
and national com- 


Miss. — New 


Kan.— The directors held 
meetings to organize the year’s pro- 
under the direction of President 
W. H. Nicholls, Jr., Penn Mutual. <A spe- 





PURE PROTECTION 


LOW COST 
LIFE INSURANCE 


Ordinary, Whole Life Policy Without 
Investment Features. 


Life Insurance in itself is inexpensive. 


We have many other unusual, mone 
saving Pouicies that are pa 
investigating. Write for particulars. 


Interstate Reserve 
Life Insurance Company 


Ten East Pearson Street, Chicago 





cial drive in conjunction with the Wich- 
ita Life Managers & General Agents As- 
sociation is being made to get a large 
delegation to attend the Philadelphia 
convention. 
Franciseco—Miss A. V. Bowyer, 
coast editor of The 
National Underwriter, has been re- 
appointed executive secretary. She has 
served in that capacity since December, 
1926. 

Southwest Iowa— At a 
Shenandoah, Ia., new 
elected: E. G. Anderson, 


San 
who is also Pacific 


meeting at 
officers were 
president; Mar- 


ion Thomas and George L. Mace, vice- 
presidents; C. F. Gardner, secretary- 
treasurer; Floyd S. Young, national 


committeeman. Mr. Young is 
president. 

Kansas—President J. E. Conklin, Equi- 
table Society, Hutchinson, has called a 
meeting of directors and regional vice- 
presidents for Emporia July 27. Com- 
mittee appointments are to be approved 
and the year’s program set up. 

Kan.—A. D. Wilson, 
was elected president. 
The association is assisting in organi- 
zation of an association at Iola to in- 
clude members from both Chanute and 
Iola. At a meeting in Iola plans were 
made for a permanent organization to 
be launched July 26. President J. E. 
Conklin of the Kansas association, Hut- 


Independence, 
New York Life, 


retiring 
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Offering Unusual Agency Opportunities 
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GLOBE LIFE INSURANCE Co. 
OF ILLINOIS 


WM. J. ALEXANDER, President 
An Old Line Legal Reserve Company—Established 1895 
45 Years of Continuous Faithful Service 
to Policyholders 
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chinson, and other life men of the state 
were invited to attend. D. H. Stiles was 
named temporary chairman, Terrill 
Honn, Chanute, taking a leading part. 
Representing the state association were 
John Kerns, Pittsburg, and C. O. Bra- 
den, Independence. 

Salina, Kan.—Meetings were suspended 
in July and August. At the last meet- 
ing, J. J. Donelan, Pan-American Life, 
was elected president; J. S. Piper, Metro- 
politan advanced from secretary to vice- 
president, and Lloyd Miller, Northwest- 
ern Mutual, was named secretary. 
Committees are being lined up for an 
active year starting in September. 

Kansas City—New officers and com- 
mitteemen, headed by Leon Fink, Equi- 
table Society, president, were guests at 
an informal “good will” party given by 
J. Frank Trotter, manager Mutual of 


New York, at his home. About 30 at- 
tended. 
Emporia, Kan.—A special meeting is 


being held Saturday noon at which J. E. 
Conklin, Hutchinson, state president, 
speaks on “The Life Underwriter of 
1940.” 

Topeka—Arch L. Horton, Mutual Life 
of N. Y., was elected president, succeed- 
ing Hugo A. Matoush, district manager 
Union Central. Other new officers are: 
Vice-president, L. R. Smith, Equitable 
Society; secretary, John Ranson, Jr., 
Home Life of N. Y., and treasurer. L. J. 
Renyer, Connecticut Mutual. Directors 
elected include W. R. Matney, Metro- 
politan, and Harry Stewart, Aetna Life. 

Coffeyville, Kan.—New officers elected 
are: President, Lyle J. Dunwoody, Pru- 
dential; vice-president, F. A. Newberry, 
Metropolitan; treasurer, L. L. Eno, Pa- 
cific Mutual. F. W. Sutton, who has 
been active in state and Southeastern 
Life Underwriters Association affairs, 
was named national committeeman. 

Pittsburg, Kan.—New officers were in- 
stalled, including: President, R. C. Thar- 
rington, Illinois Bankers Life, who suc- 
ceeds Ellis M. Resley; vice-presidents, 
A. C. Brannum, Mrs. Doris Coulter and 
Clarence Turner; secretary, Martin L. 
Kerns (reelected); treasurer, P. J. Akins 
(reelected); national committeeman, 
John S. Kern (reelected). 

Baltimore—The annual outing will be 
held Aug. 23 at Rugby Hall, Arnold, 
Md. OD. R. Sharretts, supervisor Equi- 
table Society, has been appointed chair- 
man of the outing committee. 

Youngstown, O.— The annual picnic 
will be held Aug. 29. Joseph Nimmer, 
president, has appointed his new com- 
mittees. Plans have been made for a 
public speaking class in charge of 
Howard Rice. 

Portland, Ore.—Directors have elected 
George A. Knutsen, Mutual Life of New 
York, president, and Charles W. Kay, Jr., 
Metropolitan Life, secretary-treasurer. 

San Antonio—Harry Wise, Equitable 
of New York, has been elected secretary 
to succeed Kennedy Dodds, resigned. 








Appeal American Life Case 


DES MOINES—Notice of appeal to 
the United State circuit court of ap- 
peals has been filed in the suit in which 
Commissioner Fischer of lowa was 
given authority to administer the $3,- 
603,419 securities of the former Amer- 
ican Life of Des Moines. 

The defendants included Commis- 
sioner Emery of Michigan, Dan Ly- 
dick, Texas receiver for the American 
Life of Detroit, and the American 
United Life, which reinsured the De- 
troit company. 


Maurice Eilbott has been appointed 
general agent for Western Tennessee by 
the Kansas City Life. He will head- 
quarter in Memphis. 











PERTINENT FACTS— 
SUPREME FOREST 
WOODMEN CIRCLE 


Grose Assele «00006 s0s6: $ 33,716,675.00 
Protection in force........ 106,83 1,483.00 
Total Membership ........ 434,166 


Organized into 2,678 groves in 44 states 
Benefits paid in 1939 to members and 


beneficiaries ............ $1,767,420.41 


Dora Alexander Talley, National President 
Mamie E. Long, National Secretary 


Home Office, Omaha, Nebraska 








LEGAL RESERVE FRATERNALS 





Preparing Programs 
for N.F.C. Meeting 


Program plans for the various sections 
of the National Fraternal Congress which 
will meet during the annual N.F.C. 
meeting in the Lord Baltimore hotel, 
Baltimore, Aug. 25-30, are being com- 
pleted. 

The Fraternal Field Managers Asso- 
ciation, which heretofore has held an 
all-day and evening meeting on Sunday 
preceding the convention, will hold its 
meeting this year on Monday, with W. 
E. Wright, grand recorder, A.O.U.W. 
of North Dakota, president, in the chair. 
There will be discussions of field prob- 
lems, with a number of prepared ad- 
dresses. 

The presidents section, which is 
headed by O. E. Aleshire, president 
Modern Woodmen, will hold a joint 
meeting with the Field Managers Asso- 
ciation Tuesday afternoon. All of the 
sections will meet on that day, and 
the general convention sessions will 
open Wednesday morning. Miss Fran- 
ces D. Partridge, secretary Woman’s 
Benefit, N.F.C. president, will preside 
over the main gathering. 


To Hear Persistency Survey 


An interesting feature scheduled for 
the afternoon session of the presidents 
section will be the report of the com- 
mittee on persistency of business and 
a discussion of this question. The field 
managers will sit in this session. 

The medical section, of which Dr. 
W. G. McLaughry, medical director 
Protected Home Circle, is president, 
announced the tentative program which 
will be held in Hurd Memorial hall, 
Johns Hopkins University, starting 
Tuesday morning. MembBtrs of the staff 


of Johns Hopkins Hospital will take 
up the subject, “Apical Systolic Mur- 
murs and Functional Murmurs in Chil- 
dren.” Dr. E. A. Anderson, medical 
director Modern Woodmen, will speak 
on “Some Aspects of Juvenile Mor- 
tality.” Dr. W. C. Rutherford, National 
medical examiner Degree of Honor Pro- 
tective, will speak on “Selection of 
Risks in Time of War or National 
Emergency.” 


Other Sections to Meet 


There will be a meeting of the legal 
section. The Fraternal Societies Law 
Association, which makes up virtually 
the same membership, meets at the mid- 
winter gathering. There will also be 
sessions of the secretaries, press, state 
congresses and actuarial sections. 

It is likely that, in line with prece- 
dent, A. O. Benz, president Aid Asso- 
ciation for Lutherans, N.F.C. vice-presi- 
dent, will be elevated to president. The 
various sections also will hold elections 
and in most cases, if not all, it is antici- 
pated that the vice-presidents will be 
advanced. 


Field Managers’ Plans 


The meeting of the field managers 
Monday will be greeted by Miss Frances 
D. Partridge, secretary Woman’s Bene- 
fit, and A. O. Benz, president Aid Asso- 
ciation for Lutherans, president and vice- 
president of the congress. The session 
will be largely a round table. 

W. E. Wright, association president 
and recorder A. O. U. W. of North Da- 
kota, advises that there will be a report 
on the sales training course in the morn- 
ing, the remainder of that session to be a 
round table on recruiting and training 
field workers. In the afternoon there 
will be a discussion of “Financing.” An- 
other subject and speaker will be an- 
nounced later. Charles G. Irish, Chev- 
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SUCCEED because they represent a 
Our men don’t have to sell 
their clients on the safety and reliability of The 
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one of diagnosing the needs of their clients and 


If you want a position where your success is lim- 
ited only by your ability, and you can meet our 
We may have a place 


The Maccabees 


ea og ie Ree 





Detroit, Michigan 











This year, our Golden 


anniversary, is just one 
of our many steps 
Forward ... our large 
number of attractive 


policy plans are very 


easy to sell... 


ul 
apm < a aco 


Claims Paid 
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WOODMEN oF THE WORLD 
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Its investments of more than $129,- 
000,000 are largely in Government, 
State and Municipal Bonds. 


It has paid to beneficiaries over 
$266,000,000, and to living members 
over $51,000,000. 


It values all of its outstanding busi- 
ness on the American Experience 
Table and 3%, and for each $100 
of reserve and current liability it 
has assets on hand of the value of 


$117.51. 
e 


Through prosperity and depression, 
war and epidemic, its financial 
strength has paralleled its record 
of insurance and fraternal service. 


It maintains at San Antonio, Texas, 
an endowed free hospital for mem- 
bers who suffer with tuberculosis. 
This institution is on the accredited 
list of the American College of 
Surgeons. 

i. 


Founded in 1890, the Society is this 
year celebrating its 50th Anniver- 
sary with a great nation-wide cam- 
paign for new members. 
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De E. Bradshaw, Pres. 
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rolet Motor Company, will give a talk 
built around the Peter B. Kyne story, 
“The Blue Vase,” stressing sales quali- 
ties which promote enthusiasm and abil- 
ity to get a job done. It is planned to 
confine attendance to field men and so- 
ciety executives to promote frank discus- 
sion of methods and results. 


N. F. C. Leaders Meet in Chicago 


The constitution committee of the Na- 
tional Fraternal Congress met in Chi- 
cago last week. Present were Norton 
J. Williams, president Equitable Re- 
serve; C. L. Biggs, recorder Maccabees; 
Bradley C. Marks, head of the A. O. U. 
W. of North Dakota; Miss Frances D. 
Partridge, secretary Woman’s “gg 
N. F. C. president, with Foster F. .Far- 
rell sitting in as executive secretary- 
manager of the N. F. C. 





_Dr. William Schoeler has been ap- 
pointed general agent of the Lutheran 
3rotherhood at Corvallis, Ore. 
Preferred Life Assurance Society of 
Montgomery, Ala., which has just ob- 
served its 11th anniversary and passed 
the million dollar mark in assets, has 
restored and converted into a home office 
the Lomax mansion, an old southern 
home built in 1848. The home was for- 
merly owned by Gen. Tennent Lomax, 
who was killed in the Civil War. 


POLICIES. 


Columbian National Brings 
Out “Puritan” Contract 


whole life policy 
termed the “Puritan” is announced by 
Columbian National Life. A. A. McFall, 
vice-president, said it is expected to be 
the most popular life plan issued by the 
company since the “Minute Man” low 
premium policy was put on the market. 

The “Puritan” will be issued in 
amounts of $2,500 and over. Its values 
are identical with those of the old ordi- 
nary life plan (now discontinued) but 
rates are lower. Advertising stresses 
that the purchaser is entitled to a lower 
rate if he buys a larger policy, because 
it costs the company no more to “manu- 
facture” a $1,000 policy than a larger 
one. 

The name “Puritan” was selected to 
tie in with the Columbian National’s 
policy of steady conservative operation. 
The company’s trademark is “a New 
England Institution.” 





A new preferred 





Country Life’s Combination 
Decreasing Term, Ordinary 


Country Life’s new “home and family 
protector” policy is a combination 20- 
year decreasing term and ordinary life, 
paid for by level premium throughout 
life. One unit includes $3,500 20-year 
decreasing term, decreasing by $175 a 
year, and $1,500 ordinary life. This is 
a minimum unit, which may be added 
to by additional units of $500. 

The rate charge being level for the 
entire life of the policy gives the policy- 
holder the advantage of the low rate 
when protection is needed most and 
when it is difficult for him to make pre- 
mium deposits. The annual rate for a 
single unit at age 25 is $32.23; 35, $44.61, 
and 45, $73.82. It may be had with 
waiver of premium, and at the same ages 
the rates are $33.46, $46.69 and $78.39. 

The policy is intended primarily for 
mortgage protection or for the use of 
settlement options. It becomes prac- 
tically a family income plan. It was put 
on the market July 15 and thus far has 
brought in $1,000,000 of new business. 


Increases Annuity Rates 


Phoenix Mutual Life adjusted its 
single premium annuity rates to the in- 
creased scale adopted recently by many 
companies. The change applies to all 


single premium life, refund and joint 
and survivor annuities. The single pre- 
mium deferred annuity was withdrawn 
since its function is served by the retire- 
ment income annuity. 


Extends Women’s Age Limit 

The Columbian National Life has ex- 
tended its age limit for women to 65, 
the same as men. In the past the wo- 
men’s limit has been 60 years. 


AGENCY NEWS 


Smashes Greensboro Agency 
Quota in Andrews Drive 


Writing $808,416 of new life insurance, 
the Greensboro, N. C., agency of Jeffer- 
son Standard quota 











Life smashed its ( 
for the month and a half long campaign 
in honor of Manager W. H. Andrews’ 
20th anniversary by more than $50,000. 
The campaign, beginning June 1, was 
a spontaneous tribute of Manager An- 


drews’ agents, led by P. L. Smith, 
Greensboro agency cashier. 
Agents, divided into four teams, Sse- 


lected quotas and in breaking the record 
40 of them won personal distinction by 
exceeding the totals set. The total 
volume was placed on 342 lives. 


Started When He Left School 


Mr. Andrews made a contract to rep- 
resent Jefferson Standard the day he 
graduated from the University of North 
Carolina in 1920. While a_ personal 
producer he helped organize the univer- 
sity agency at Chapel Hill, N. C., and 
contributed $250,000 of life insurance his 
first year in the business. He moved to 
Greensboro in 1922 when the agency 
there was organized and continued as a 
personal producer, writing between 
$400,000 and $600,000 annually, until 
1928, when he was made assistant man- 
ager. In 1929 he was appointed manager 
of the agency, which produces in excess 
of $5,000,000 a year. He is now a trus- 
tee of the National Association of Life 
Underwriters. 


—_—_~ 


Honor Detroit Branch Secretary 

Agents, office employes and brokers 
affiliated with the Detroit branch of the 
Dominion Life attended an outing at 
St. Clair Inn, honoring Miss M. A. Mc- 
Kinley on her 10th anniversary as 
Detroit branch secretary under Man- 
ager F. W. Simpson. 

Mr. Simpson was toastmaster at the 
dinner in the evening, at which several 
speakers paid tribute to Miss McKinley, 
among them Moe Leiter, leading pro- 
ducer of the company and president of 
its honor organization, the Hilliard 
Club; J. E. Burke, agency supervisor, 
and A. N. Rosati, prominent broker. 


Douglas on West Coast 


Lewis W. Douglas, president of the 
Mutual Life of New York, is in Port- 
land, Ore., conferring with Wilbur 
Hood, general agent, meeting the mem- 
bers of the Oregon agency force. 





COMPANY MEN 


Wendell Agency Secretary 
of Capitol Life 





Harold B. Wendell has been ap- 
pointed agency secretary of Capitol 
Lite of Denver. Until recently he has 


HAROLD B. WENDELL 


been associat:d with Massachusetts 
Mutual Life as manager in Brooklyn. 

An insurance career that began with 
the Edward A. Woods agency of Pitts- 
burgh and that has included both home 
office and field activity, gives to Mr. 
Wendell an equipment that will make 
him a valuable addition to Capitol Life. 
At one time he was assistant to Frank 
Davis, when the latter was agency vice- 
president of Equitable Society. 





Miss Warrick Assistant Secretary 
The Great National Life of Dallas 
has elected Miss Madeline Warrick as 
assistant secretary. She has been in 
charge of the medical department and 
will continue to supervise that depart- 
ment. She joined the Great National 
six years ago as underwriter and was 
advanced to chief underwriter. 





Huebner Testimonial Dinner 


MANITOWOC, WIS—Dr. S. S. 
Huebner, professor of insurance and 
commerce, Wharton School of Finance, 
University of Pennsylvania, and presi- 
dent of the American College of Life 
Underwriters, was given a_ testimonial 
dinner. Members of the Manitowoc 
Life Underwriters Association, as well as 
various agencies and insurance groups 
throughout the state, were in attendance. 
Dr. Huebner talked on “Professional 
Trend in Life Underwriting.” F. H. 
Planting presented Dr. Huebner with a 
gift from the Life Underwriters Asso- 
ciation. C. A. Randolph, district agent, 
Northwestern Mutual Life, presided. 


New Vice-president of 
Mutual Life of New York 





Henry Verdelin, who was recently 
elected vice president and manager of 
the real estate de- 
partment of Mutual 
Life, formerly has 
been assistant vice- 


president of the 
First National 
Bank and _ Trust 
Company of Min- 
neapolis. He had 
been connected 
with that bank in 
various capacities 


for about a quarter 
of a century. He 





was president of 
the American In- Henry Verdelin 
stitute of Banking 


in the term 1936-37. He has had much 
experience in real estate reorganization 
committee work. 
the University of Minnesota. 
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ALFRED MacARTHUR, 
211 WEST WACKER DRIVE, 
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3663 LINDELL BLVD., ST. LOUIS, MO. 


You CAN'T Miss! 


A direct Home Office contract 
means increased earnings. 








If you are interested in a direct Home Office, 
General Agent’s contract, write J. DeWitt Mills, 
Vice Pres., for details of our agency proposition. 

territory available in Mo., Ark., Okla., 
Texas., Wyo., Utah, and Calif. 


CENTRAL STATES LIFE INSURANCE COMPANY 


ALFRED FAIRBANK, PRES, 
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Prospect and Idea Files 
Are Found Profitable 





3ert B. Boyd, Kansas City, Mo., dis- 
trict agent Northwestern Mutual Life, 
outlined his prospect file and explained 
the value of his “idea file,” at the annual 
meeting in Milwaukee of his company’s 
Association of Agents. The salesman is 
the connecting link between the two 
files, he said. 

The talk was dramatized, there being 
shown on the stage files labeled ‘“Pros- 
pect File” and “Idea File,” between them 
being a doorway labeled “The Sales- 
man.” Mr. Boyd then left the stage for 
a booth adjoining, from which he used a 
loud speaker system to introduce each 
speaker. 

Page boys first removed large prospect 
and idea cards and placed them on racks 
in the front part of the stage. Mr. Boyd 
announced the information on the pros- 
pect card, followed by that on the idea 
file, and then presented the agent who 
has made use of this idea in the field. 
The agent stepped through the door and 
gave that part of his sales talk which en- 
compassed this one idea. 


Keeps Complete File of Ideas 


“About two years ago I started to 
keep a file on thoughts for future refer- 
ence. Whenever I read a good selling 
idea, I cut it out and put it in this file. 
Later I beoin the refining process, re- 
word each thought in my own phraseol- 
ogy and put it in my idea file. After a 
test in the field shows it will stand up 
under fire, I repolish it and keep it in my 
file. A few of the best ideas I have 
found, I carrv with me daily in my sam- 
ple program book.” 

Participating in this novel and dra- 
matic presentation of selling points used 
successfully by the speakers on typical 
prospects, were 15 agents of the North- 
western Mutual. The type of prospect 
and the idea applied by each agent fol- 
low: 

S. D. Gunn, Middlesboro, Ky., talked 
to a doctor who owned $25,000 of North- 


western insurance, about his son, 10 
years old, bringing out the idea that 
there was no finer way to teach this 


young lad the cardinal virtues of thrift 
than through the Northwestern way. 

R. E. Constello, Champaign, IIl., sold 
a recently graduated engineer, who. se- 
cured a job with a big electric works at 
$125 a month, a $5,000 ordinary life pol- 
icy as the first unit of a minimum essen- 
tials plan. 

E. J. Kersting, Clarksburg, W. Va., 
brought the idea of purchasing money 
for future delivery to a single man, car- 
rying group insurance, finishing appren- 
ticeship and just raised $20 a week, sell- 
ing $10,000 special retirement endow- 
ment at 60. 

Roe Walker, Bloomington, IIl., pre- 
sented a picture of life insurance to an 
oil salesman, married, with three young 
children; Elmer Dill, Pittsburgh, the 
trust surplus idea; Howard Goldman, 
Richmond, Va., tax avoidance and insur- 
ance funds to pay for the balance, for 
the prospect already owned $300,000 of 
life insurance; Adon N. Smith, II, Char- 
lotte, N. C., told of an excellent plan 
whereby the prospect could leave his 
wife a deed, not a debt. 


Other Plans Presented 2 


The idea of security income was taken 
to a young engineer, married and with 
two children, with $250 a month income 


and $10,000 of insurance, by Lowell 
Schwinger, Davenport, Ia. “If it’s in- 
come at 65 you want, then S. R. E. 


means special retirement endowment and 
Wayne Winters, 


not some real estate,” 


Champaign, IIl., told his bachelor pros- 
pect, aged 45. Earned leisure the 20 pay 
way was suggested to a doctor with ade- 
quate minimum protection for family, by 
Fred Leete, Jr., Indianapolis, Ind., while 
Dallas Eckert, Gary, Ind., sold a young 
doctor prospect on the advantages of 
the young professional man’s contract. 

For the fellow who knows he needs 
more insurance but is afraid of inflation, 
Herbert Schwahn, Milwaukee, sold a 
contract with a three year exclusion 
rider on inflation. Frank J. Koors, Min- 
neapolis, tells his prospect, “Congress 
says ‘At Least $40,000,’ while John A. 
Bellows, Jr., Chicago, applied both rea- 
son and emotional appeal in bringing the 
“going to wait awhile” prospect the idea 
of better to have when not needed, than 
to need it and not have it.” 

Charles R. Eckert, Detroit general 
agent, spoke on “Life Insurance in Ac- 
tion,’ recalling the statement of Dr. 
Glenn Frank at a Northwestern Mutual 
annual meeting several years ago, to the 
effect that straight thinking and detailed 
planning are necessary to secure eco- 
nomic independence. 

“At the time Dr. Glenn Frank made 
that statement,” Mr. Eckert © said, 
“American seekers after economic inde- 
pendence had been having a field day. 
Thousands had their funds tied up in U. 
S. Steel at around $250 a share; other 
thousands had scrambled to acquire A. 
T. & T. at around $300 a share, and 
some, much less fortunate, were paying 
on Florida lots, still two feet under wa- 
ter. It was, of course, confidently ex- 
pected that in time the sun would evapo- 
rate the water, both actually and figura- 
tively, and a profit might then be col- 
lected. Some investors were taking the 
bond offerings and stock offerings of cer- 
tain interests, while others, inclined to 
be really conservative, were permitting 
their funds to accumulate in what later 
turned out to be some liquidators’ bank. 
Everyone was being gloriously fooled on 
values. 


Notes Confusion of Investors 


“Then came the awakening and with it 
a bewilderment on the part of the aver- 
age investor that has since caused many 
of them to look at Dr. Frank’s published 
statement in amazement and say, ‘Tell 
us, Dr. Frank, what type of investment is 
there that one can follow with straight 
thinking and detailed planning and, 
thereby, keep family and self out of some 
future poorhouse?’ In such questions 
which after 10 long years still linger in 
the minds of people, lies the challenge 
which we members of this great insur- 
ance family have before us even to this 
day. 

“Tf we are to be successful in meeting 
this challenge through motivating others 
to put money into life insurance, success 
that is measured only by the number of 
signatures placed on the dotted lines, we 
ourselves must have a very clear-cut pic- 
ture of the factors which make our prod- 
uct so desirable. In order to lead, one 
must know the way. 

“IT believe the greatest usefulness of 
life insurance to the ordinary buyer 
comes from the fact that a life insurance 
policy contains about four individual, 
personal benefits to every one that is 
contained in any other form of saving. 
These benefits are an immediate estate, 
the primary purpose for which the life 
insurance business was founded: the pro- 
tected savings account, a provision intro- 
duced about 1880 which gives the buyer 
himself something to fall back on in an 
emergency: making social security secu:e 





by building a second program of social 
security on top of the small inadequate 
base which our government now prom- 
ises to provide, and the provisions of a 
life policy contract which provide for 
sound distribution of the insurance es- 
tate and safeguard its use once created. 


Tells Fundamental Concept 


“The basic fundamental back of the 
life insurance concept is the replacement 
of lost incomes. That is why changes in 
style cannot affect us as they do so ruth- 
lessly in other businesses. So long as 
men and women have privately con- 
trolled incomes, there need be no cause 
for worry concerning the permanency of 
our profession. It is this fact alone 
which keeps me optimistic in the face of 
all this talk of increasing taxes that will 
be needed to finance our national defense 
progran.. 

“What if taxes do finally absorb from 
30 to 40 percent of our national income? 
There will still be from 60 to 70 percent 
privately controlled income left, and the 
means for replacement of that income 
will still be our province to provide. Will 
not the time continue to come into the 
life of every man when earning power 
must cease and a shift be made from 
personal income to investment income, 
from man-power at work to dollar-power 
at work?” 


Five Reasons for Selecting 
Policy Options Immediately 


Five important reasons why a policy 
owner should select an option during his 
lifetime, rather than to leave this selec- 
tion to the beneficiary at the time of the 
insured’s death are given by Denis B. 
Maduro, counsel New York Association 
of Life Underwriters. 

1. In many cases, due to company 
practice, an insured can select during 
his lifetime a more favorable option, and 
have a more favorable settlement agree- 
ment, than his beneficiary can obtain at 
the time of his death. 

2. Even though the beneficiary may 
have the same option to select, the in- 
sured can usually obtain a more flexible 
settlement agreement. 

3. In many companies, the bene- 
ficiary does not have the right to select 
a settlement option, and the policies of 
those companies do not contain a right 
to the insured to have a settlement op- 
tion on the proceeds of the policy. But, 
even though they do not contain that 
right, these companies, as a matter of 


practice, allow the insured to have a 
settlement agreement with respect to 
beneficiaries. Therefore it is important 


that he choose an optional settlement, 
because the beneficiary is usually not 
permitted to make the selection. 

4. In many states, if the insured se- 
lects a settlement agreement, the pro- 
ceeds of his policy will be exempt from 
the claims of the creditors of the bene- 
ficiary, whereas if the money were left 
outright, and the option were chosen 
by the beneficiary, the money would re- 
main subject to the claims of the bene- 
ficiary’s creditors. 

5. Ifa man dies, and leaves his insur- 
ance payable to his wife in a lump sum, 
and thereafter she dies, it forms part of 
her taxable estate. There is a tax lia- 
bility when the man dies, and a tax lia- 
bility when his wife dies—assuming, of 
course, that she dies after the five-year 
exemption period. But, if the insured 
leaves an optional settlement agreement, 
there in all probability will be no second 
tax, and the property would pass on to 
the next beneficiary free from taxes. 





Vernor Larson, St. Louis general 
agent for American Mutual Life of Des 
Moines was reported as recovering sat- 
isfactorily at Iowa Methodist Hospital 
where he was taken following an illness 


Study Made on 
Summer Slump 


The Lincoln National Life has been 
studying the question of how to over- 
come summer slumps. A questionnaire 
was sent to get the views of men in the 
field. Replies indicate that production 
slumps and the summer months are not 
inseparable. About 20 percent stated 
that summer production so far is as 
good as or better than the average. The 
most encouraging feature of the answers 
was that it is possible to break down 
summer slumps. 

“Call back on people who said ‘see 
me iater’ in the spring and winter. 
Concentrate on newlyweds. Stress mort- 
gage redemption. Recheck salary sav- 
ings cases. Concentrate on those busi- 
nesses that flourish in the summer. Call 
on young men just out of college. Bols- 
ter production with a July or August 
sales contest. Grant yourself a vacation 
only after and if you make your monthly 
quota. Keep your mental attitude on 
the positive side. Work harder. Con- 
centrate as many calls as possible in the 
morning. Prospect among higher in- 
come groups. (One sale a little larger 
than the average will make up for a lot 
of prospects on vacation.) 

“In addition to presenting methods for 
combating summer slump, virtuaily all 
agents reporting agreed that the most 
fundamental remedy of all is just simply 
to work harder.” 


CL. U. 


Neibel New Kansas City Head 


Oliver J. Neibel, Penn Mutual Life, 
was elected president of the Kansas City 
C. L. U. chapter. Other officers are: 
Vice-President, Dix Teachenor, Kansas 
City Life, and secretary, H. E. Kincaid, 
Mutual Benefit Life. 











Boston Elects Blagbrough 


The Boston C. L. U. chapter elected 
new officers at the annual meeting: 
President, V. E. Blagbrough, John Han- 
cock; treasurer Merrill Garcelon, Na- 
tional Life; secretary, W. B. Thompson, 
Massachusetts Mutual; executive com- 
mittee (including officers) W. A. Clarke, 
Acacia Mutual, chairman of public rela- 
tions; J. W. Daniels, Union Mutual, 
chairman of coordination H. M. Fraser, 
Penn Mutual, educational chairman, and 
N. D. Phelps, Northwestern Mutual, 
program chairman. 





Williams in Lincoln 


J. P. Williams of the American Col- 
lege of Life Underwriters addressed 
Lincoln, Neb., C.L.U. members in an 


effort to strengthen the C.L.U. move- 
ment in the middle west and to form a 
local chapter in Lincoln. In the past 
seven months four Lincoln men have 
passed C.L.U. examinations and eleven 
others are ready to take them. 


Will Contact Candidates 


Directors of the Los Angeles C.L:U. 
chapter have selected committees to call 
on candidates for C.L.U. training, who 
had been recommended by the member- 
ship of the chapter as promising stu- 
dents, and make their reports to the 
chapter at the meeting in September. 








suffered last week. He was in Des 
Moines at the time attending the agency 
meeting at the American Mutual’s new 
headquarters. Mr. Larson formerly was 
vice-president of the Central States Life. 
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Insurance Cabinet 
of the U. S. Chamber 


(CONTINUED FROM PAGE 1) 


nine departments broadly representative 
of all business and industry. Insurance 
is one of the nine. It is headed by T. F. 
Cunneen, who is widely known to in- 
surance men throughout the country. 
The insurance department is the only 
agency in the country serving the insti- 
tution of insurance in its entirety. Its 
duty is to determine the general objec- 
tives of insurance as a whole and to 
make insurance as valuable as it can 
be to the country and to policyholders. 


Northwestern Mutual Agents 
Association Has Roundup 


(CONTINUED FROM PAGE 5) 


Ben S. McGiveran, general agent, Eau 
Claire, Wis.; Ralph Perry, assistant sec- 
retary of the company, and W. B. Min- 
ehan of the secretary’s department. 

Both Mr. Carpenter and Mr. McGiv- 
eran are members of the Million Dollar 
Round Table and each has written a con- 
siderable number of pension trust cases. 
Ample time was given to question and 
answer periods. A dinner was held for 
all agents who attended the pension trust 


CHICAGO 


COMPLETED 





$3,000,000 CASE 
An insurance program of $2,900,000 
on the life of a young Chicago indus- 
wishes t and heir of a large estate is now 
being completed. Some 20 companies 
are on the line. The case was very 
closely underwritten with examinations 
having been made by eight physicians. 
Among other exhibits that was shown 
was a six-foot x-ray of the assured. 
Malcolm D. Vail is the agent. It is 
estimated that the dividends annually 
will run about $10,000. Some of this 
business was on the single premium 
plan and the rest was ordinary life. 


AIR COOLED EQUITABLE AGENTS 
The intense heat this week in Chicago 
was a good test as to whether the agents 
of the Equitable Society preferred to loll 
in their air-cooled offices rather than 
hustle for business outside. The new 
Kquitable stream-lined building at 29 
South La Salle street is entirely air- 
cooled, it being the only office building 
in the city that is completely air-condi- 


tioned. Therefore, the Equitable offices 
were a favorite spot this week for visit- 
ors. [The agents as a rule, however, 
stuck to their business and found that 


the only way to get names on the dotted 
line was outside of the air-cooled Equit- 
able building. 
PARSONS AGENCY HAS 16% GAIN 
paid busi- 
Bruce Parsons 


\ 16 percent gain in new 
ness made by the 
agency of the Mutual Benefit in Chi- 
cago in the third fiscal year of opera- 
tion, which ended July 19. 

The agency was established three 
vears ago and produced better than $7,- 
000,000 of business which also gained it 
a 16 percent increase in the number of 
lives covered. L. Y. Crump led the sales 
force, with W. D. Thorsen as second. 

In a nation wide six weeks contest, 
just closed, which the Mutual Benefit 
conducted for its sales representatives, 
R. F. Bierbaum, of the Parsons office, is 
one of 10 men in the United States who 
won a free trip to the home office and to 
be its guest at the New York World’s 
Fair early in September. The agency 
force feted the general agent at an all 
day outing at Bon Air Country Club 
July 19. 


was 
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Equitable Group Man Has 
Had Remarkable Record 











ALBERTS, Chicago 


M. LEE 


M. Lee Alberts, supervisor of the 
group insurance in the W. V. Woody 
agency of the Equitable Society in Chi- 
cago, has just closed one of the largest 
group cases on record amounting to 
$30,000,000. Since he became an agent of 
the Equitable in 1921 he has placed $16,- 
600,000 ordinary and $116,300,000 group. 
During June he forwarded an applica- 
tion for hospitalization and_ surgical 
benefits for approximately $1,000,000 of 
coverage on the employes of the Ed- 
ward Hines Lumber Company of Chi- 
cago written jointly with R. E. “Dick” 
Hanley. 


Had Remarkable Career 


Mr. Alberts has had a remarkable ca- 
reer. He graduated from Valparaiso 
University and became a clerk in the 
Liggett drug store at Milwaukee. La- 
ter he went to Kansas City and became 
manager for one of the drug _ stores 
there. As he went along he saw no 
opportunity for advancement. His own 
superior had been with the company 
for 30 years and had reached the top 
income of $4,000 a year. He decided to 
leave the drug business and became an 
agent of the Equitable in Kansas City, 
writing $400,000 his first year. He im- 
mediately showed his form and quality 
and rapidly forged ahead. He is a man 
of fine personal presence, is socially 
minded and does not hesitate to carry 
the torch for wage earners. That is, 
in selling group insurance he has his 
heart in the cause. He was born and 
raised on a farm. Knowing little about 
music he took up the study and is now 


quite an expert on the bass viol. He 
has a son who is a junior at Harvard. 
His wife is president of the Drama 


League at Chicago and is prominent in 
social activities. 


One of the secrets of his success is 
his consistent industry. He arrived in 
Chicago a total stranger after three 


vears with the Equitable in Kansas City 
and he began making group insurance 
proposals through cold canvass calls. He 
soon learned how to specialize in the 
selection of prospects. Through his 
group writings he has been able to make 
valuable contacts for ordinary insurance. 
Through the endless chain method of 
introductions he averages over 50 group 
a vear with a high score of 171 
individual lives insured in 1936 for a 
little over $2,000,000. His ordinary 
business last year amounted to $690,000. 


cases 


Frederickson, agency director of 


the New York Life in Chicago, has re- 
turned from an Alaskan trip. He sailed 
from Vancouver. 
Honor Peter M. Fraser 

LOS ANGELES — Paying © special 
tribute to Vice-president P. M. Fraser, 
the Phinehas Prouty, Jr.. Los Angeles 


general agency of the Connecticut Mu- 
tual, conducted a one day drive, and 
turned in a total of 42 applications for 
$395,460. The occasion was the cele- 
bration of Mr. Fraser’s tenth anniversary 


as vice-president. J. B. Jouvenat, Jr., 
“cashed in” with nine applications and 
N. E. Smith was the volume leader for 
the day, with $22,500. The highlight of 
the meeting was an address by. M. 
Hoefflin, Sr., supervisor of agencies, Pa- 
cific Mutual ‘Life, on “Attitude and Pur- 
posefulness.” 


B. & L. Association Can’t 
Insure Life of Borrower 


Attorney-general O’Keefe of Missouri 
has given an opinion to the state build- 
ing and loan supervisor that a building 
and loan association may not insure the 
life of a borrower in order to secure 
loans. This is a ruling of considerable 
interest, since in the past year or so 
the idea of having building and loan 
associations work a life insurance scheme 
has expanded. 
panies were formed for the express pur- 
pose of providing insurance to be is- 
sued by building and loan associations 
on the decreasing term plan on the lives 
of borrowers. Several life insurance 
idea men around the country have put 
out “copyrighted” plans of this nature. 

In requesting the opinion, the build- 
ing and loan supervisor of Missouri 
said: “A building and loan association 
in Kansas City has inquired of this de- 
partment whether it may take out in- 
surance upon the life of a borrower of 
the association. The plan is to insure 
the life of every person to whom money 
is loaned. This life insurance will be 
in the nature of security in addition to 
the mortgage and note taken by the as- 
sociation.” The borrower would pay the 
premium, but if he refused, the building 
and loan association would pay it. 


J. S. Rosenblatt Resigns 

The State Life of Indianapolis has 
sent out a notice to the effect that Man- 
ager J. S. Rosenblatt of Chicago has 


resigned and is no longer associated 
with the company. Miss Kathleen 
O’Reilly has been appointed cashier in 


the Chicago office. Mr. Rosenblatt had 


been connected with the company for 
many years, succeeding his father, the 
late S. J. Rosenblatt, as manager. S. J. 
Rosenblatt during his time was the 
leading producer of the company. 
Massa Associate General Agent 
CINCINNATI—A. R. Massa, leading 


~ 


Connecticut Mutual agent in the W. T 
Earls agency, who has represented the 
company 22 years, has been appointed 
associate general agent. The last four 
years he has qualified for the company’s 
President’s Club. 


NEWS BRIEFS 


Minnesota Mutual’s new paid _ busi- 
ness for the first six months was $15,- 
310,560, or 12 percent greater than for 
the corresponding period last year. Al- 
lowing for settlements and lapses, insur- 
ance in force has increased $4,104,027 
since Jan. 1. 

Hays & Bradstreet’s Los Angeles gen- 
eral agency of the New England Mutual 


Life has moved into new and larger 
quarters in the Edwards & Wildey 
Building, 609 South Grand Ave., where 


the agency has been domiciled for some 
years on the eighth floor. Open house 
will be held Aug. 1, which is the eighth 
birthday of the agency. 

The group department of the John 
Hancock in Los Angeles has been moved 
to larger quarters on the 6th floor 
Security Title Insurance building. The 
office, under the supervision of C. L. J. 
Fee, Pacific Coast sales manager, now 
includes a supervisor of group claims, 
Fred D. Ellis, who was transferred from 
the home office. 

The annual insurance picnic under 
joint sponsorship of the Portland (Ore.) 
Insurance Exchange and Life Under- 
writers Association brought out an at- 
tendance of more than 1,500. 


Grand Rapids Election 

GRAND RAPIDS, MICH.—Grand 
Rapids Life Managers’ Association has 
elected the following officers: President, 


Two or three small com- ° 


C. E. Brown, Mutual Life of New York; 
vice- -president, Dan _ Treleven, Massa- 
chusetts Mutual; secretary- -treasurer, G. 
B. Skiff, New York Life. H. OQ. F. Bar- 
rett, Metropolitan Life, has been presi- 
dent. 
Missouri Trio Arraigned 

KANSAS CITY—A. L. McCormack, 
St. Louis insurance man, was arraigned 
July 19 before Federal Judge Otis on in- 
dictments charging him with conspiring 
to obstruct justice in the Missouri fire 
rate case settlement. T. J. Pendergast, 
once political boss of Kansas City, and 
R. E. O’Malley, former Missouri super- 
intendent, were arraigned July 18. Each 
posted $3,000 bond. 





To hear ‘em tell it, these 
are tough days for men past 
45 and under 25. 


If you're a life insurance 
man and can stand our cold 
winters—and you're abso- 
lutely on the level, we'll fur- 
nish you a rate book until 
you're too old to keep your 
teeth from dropping out 
when you talk. 


Nato na/ye 
Insurance Company, 


Madison, Wis. 














The Boston Mutual 
LIFE INSURANCE Co. 


is an old New England company 
of high character and standing. 
It is known for its conservative 
management and strength. It 
has just completed its fortieth 
year as a legal reserve company. 


e 
JAY R. BENTON, President 
EDWARD C. MANSFIELD, 
Secretary-Treasurer 
* 





HOME OFFICE 
Boston, Mass. 
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Lots of 25-50 or 100 52c ea. 
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last a lifetime. 
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Disappearance Case 
Against Company 
in Double Indemnity 


Life insurance people are always in- 
terested in so called ‘disappearance 
cases.” The U. S. circuit court of 
appeals for the ninth circuit in Thomas 
vs. Occidental Life had before it the 
payment of double indemnity and it 
ordered payment. The _ beneficiary 
claimed that the policyholder was acct- 
dentally drowned while fishing. ‘The 
suit was filed before the first year had 
expired following his death. There was 
no direct evidence either that the per- 
son was drowned or the manner in 
which his death occurred. The com- 
pany contended that there could be no 
recovery for less than the seven-year 
period of unexplained absence. After 
that, death is presumed. It further held 
that judgment on the double indemnity 
provision could not be sustained because 
of an absence of proof that death, if 
it did occur, was effected by external 
violent and accidental means as_ the 
policy stipulated. 


Two Settled Principles 


The court stated that two settled 
principles apply to cases of this nature. 
1. A person who was alive when last 
seen is presumed to continue living until 
the contrary is shown, and next, the one 
who disappears and remains unheard of 
for seven years, and whose absence is 
unexplained, is presumed to be dead. 
However, the court stated that where 
the proof shows that the person involved 
encountered some _ specific peril, to 
which it may reasonably be thought he 
had succumbed, death may be inferred 
short of the seven-year period. 


Occidental Life contended that the 
policyholder was not shown to have 
been exposed to any specific peril 


which might be thought to have re- 
sulted in his death; that he was not in 
peril merely because when last seen he 
was fishing from a rowboat on a sizable 
lake, there being no evidence of a storm. 
The court held that the proof went 
much further than this. The policy- 
holder was in his boat at dusk and he 
had not returned the following morn- 
ing. The records strongly tended to 
eliminate the hypothesis either of vol- 
untary disappearance or self destruction, 
it was stated. When all the facts were 
put together, the court found, they 
pointed with at least fair probability to 
the policyholder’s having perished in the 
lake. The court stated that it was possi- 
ble that the assured died from natural 
causes, as from a heart attack, and fell 
into the water. However, his age and 
known condition of health were such as 
to render that inference improbable. In 
order to recover double indemnity, the 
court held, it was not necessary that the 
proof go so far as to preclude all possi- 
ble inferences except that of accidental 
drowning. 


First Premium Must Be 
Paid to Clinch Policy 


The Arkansas supreme court in the 
case of Henson vs. John Hancock Mu- 
tual reversed the circuit court which 
held that a policy is ineffective until 
delivery and payment of the first pre- 
mium. This action was started by 
Susanna Henson as beneficiary to re- 
cover on a policy made out to E. L. 
McCullars, her grandson, for $1,000 car- 
rving the double benefit clause. It was 
alleged in the complaint that the policy 
had been duly issued to the assured, the 
first quarterly premium paid, the policy 
delivered, that it was in full force and 
effect at the time the grandson was shot 
and killed Nov. 10, 1934, and that he 
had ‘at all times fully complied with the 
terms and conditions of the policy. 

The company contended that there 


was never any valid delivery of the 
policy to the assured and that the pay- 
ment of the first quarterly premium of 
$8.07 was never made so as to put the 
policy in effect. Testimony given by 
the agent indicated that the assured 
gave him a partial payment and that 
thereafter the delivery of the policy was 
delayed. The fact that the company 
mailed a printed notice of the quarterly 
premium to become due on a date more 
than two months after the assured’s 
death did not amount to a waiver or an 
estoppel so as to make the company 
liable on the policy, the court held. No 
liability ever arose because the first 
premium was never paid nor was the 
policy ever delivered in accordance with 
the provisions, the higher court opined. 


Decisions on 
False Statement 


There is at times litigation where the 
issue is over false statements in the ap- 
plication. The federal court for the 
western district of Pennsylvania in 
Gruskin vs. New York Life, held for the 
company, affirming the decision of the 
lower court. The plaintiff sought to re- 
cover on a policy issued to her husband. 
At the close of the evidence the court 
directed a verdict in her favor for the 
amount of premiums paid, It was shown 
that on applying for the policy her hus- 
band made several false statements in 
answer to questions regarding illness 
and medical examinations. The court 
held that such inquiries are material to 
the risk and false statements in reply 
furnish sufficient basis for voiding the 
policy. 
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In another case, New York Life vs. 
Sikov et al., an effort was made to can- 
cel the reinstatement of a policy for $7,- 
000 issued to Max Ehrenreich. The 
policy had lapsed for non-payment of 
premiums, the insured had applied for 
and was allowed reinstatement. In this 
application he stated that he had had 
no diseases nor been treated by any doc- 
tor since the date when the policy was 
first issued. These statements were 
shown to have been false in that he had 
consulted a doctor, had been advised 
that he was mentally ill and had to give 
up his business. The higher court held 
that the risk was undoubtedly affected 
by such condition. The reinstatement 
should not have been allowed and the 
action for cancellation of the reinstate- 
ment is decided in favor of the com- 
pany by the higher court. 

“= * 


The Pennsylvania superior court had 
another case involving alleged false 
statements in the application in Glaser 
vs. Metropolitan Life. The plaintiff’s de- 
cedent in his application stated that he 
had not within the five years preceding 
been treated by a physician for any ill- 
ness or ailment, that he had never had 
a surgical operation and that aside from 
a hernia operation, he had never con- 
sulted a doctor. It ‘was shown that 
about six months before he signed his 
application, a lump caused by Hodgkin’s 
disease, which almost invariably results 
in death, had been removed from under 
his left arm and that during the follow- 
ing months he had been taking treat- 
ment on advice of a physician. He had 
not, however, been informed as to the 
nature of his disease. The treatment 
continued after he had signed the appli- 
cation and up until less than a month 
preceding his death. The court below 
held that the information withheld ma- 
terially affected the risk under the pol- 
icy issued and that its suppression was 
presumptively fraudulent. The higher 
court held that the lower court did err 
in directing a verdict for the plaintiff 
simply for the amount of the premiums 
paid to the company but otherwise the 
lower court was upheld. 


DOUBLE IN DEMNITY CASES | 





The United States district court, east- 
ern division of Louisiana in Bates vs. 
New York Life had a double indemnity 
case. Suit was brought by*the widow 
to recover $7,500 under the double in- 
demnity provision of two policies. The 
insured jumped a counter in his grocery 
store. The store was operated on the 
basis of the customers serving them- 
selves. At the front there was a square 
cash stand which was enclosed by a rail, 
which was about three feet high and 
two feet wide with an enclosure for the 
cashier to stand, about five feet square. 
There was a trap door on one side for 
entering this enclosure. There were 
several customers waiting to have their 
goods checked and instead of going 
through the trap door the assured 
placed his hands on the railing and 
jumped into the enclosure. After he 
had checked the purchases of customers 
who were waiting, after some five or 
ten minutes, he complained of a pain 
in his back. He continued to work un- 
til 10 o’clock when he went home. He 
drove his own car home and went to 
bed. 

About 6 o’clock in the morning he 
awakened his wife as he was suffering 
from a very severe pain in the back due 
to his stomach. A doctor was called 
and later a consultant. They recom- 
mended an operation. When the doctor 
found that he was suffering from a se- 
vere hemorrhage and his condition was 
so grave he immediately closed the in- 
cision. He died Dec. 27. 

The court finds that there was no 
evidence whatsoever to show that any- 
thing unusual, unexpected or unantici- 
pated occurred in the jump. The evi- 
dence shows that the insured was in 
the habit of jumping the counter and 
that he did so on this day in the usual 
and customary manner. Therefore, the 
beneficiary did not sustain the burden of 
proving that the death resulted from 
accidental means. The evidence further 
shows conclusively, the court said, that 
such a jump as was described could not 
cause a rupture of the abdominal aorta 
unless it was diseased, and that the doc- 
tors who performed the operation are 
definitely of the opinion that the insured 
died because of a hemorrhage resulting 
from a rupture of the abdominal aorta, 
or one of the blood vessels leading to it. 
The court finds that the medical evi- 
ence is clearly to the effect that the 
death was the result of a rupture or 
aneurism of the aorta and that aneurism 
is a diseased condition, and that, there- 
fore, the death of the assured was 
caused directly by disease. 

* * * 
LOWER COURT REVERSED 

The Metropolitan Life also had a 
double indemnity case in the suit of Ed- 
wards vs. Metropolitan Life in which 
the St. Louis court of appeals reversed 
the lower court. The assured died 
Sept. 19, 1935, as a result of a scalp 
wound inflicted by his wife. The case 
was tried in the St. Louis circuit court 
resulting in a verdict of judgment for 
the plaintiff on each of two policies. 
The Metropolitan Life paid the face 
value of the policies but refused to pay 
the double indemnity on the ground that 
the death was at the hands of his wife 
as the result of an altercation in which 
the policyholder was the aggressor. 

The wife, in a criminal case, had tes- 
tified that on the occasion when she 
killed her husband, he had come home. 
They got into an argument. Her hus- 
band struck her, knocking her to the 
floor. After she got up he struck her 
again and then when she arose he ran 
after her with a chair, saying he was 
going to kill her. The wife grabbed a 
knife and when she saw the chair com- 
ing down at her she stuck him with the 
knife. On objection by plaintiff that 
an improper record was being made and 
that the defendant was attempting to 


impeach its own witness, the court re- 
fused to allow the company to put in 
evidence testimony of the wife at the 
criminal trial for the death of the as- 
sured to the fact that the wound had 
been inflicted in self-defense. Over the 
company’s objection the court permitted 
the plaintiff after a showing that the in- 
sured’s wife could not be found, to read 
a deposition which had been taken at 
the instance of the company without 
opportunity for cross examination of the 
policyholder’s wife to the effect that 
she had accidentally cut her husband. 

The lower court entered judgment for 
the plaintiff which was reversed and the 
case was remanded. Since the reporter 
testified that the transcript which he 
produced in court was made from his 
original shorthand notes at the criminal 
trial and correctly transcribed, a proper 
record of such testimony was offered. 
The party offering and introducing in 
evidence an entire deposition of witness 
makes the deponent his witness, the re- 
port said. Hence the plaintiff’s objec- 
tion to the admission of testimony at 
the criminal trial was without merit. 
The higher court held it was also an 
error to permit the reading of the de- 
position, a mere showing that the wit- 
ness could not be located, being insuf- 
ficient to meet the requirements of the 
Statute permitting the reading of a de- 
position. 


Change of Beneficiary 
Brings Out Two Decisions 
from Mich. Supreme Court 


A very interesting case involving 
change of beneficiary was discussed be- 
fore the Michigan supreme court in 
McRee vs. Russell et al. A physician, 
who was well to do, had seven children, 
all of whom were married or gainfully 
employed except one, she being a crip- 
ple. A few years before his death he 
changed the beneficiary in his two poli- 
cies so that this daughter would be 
taken care of after his death. A mar- 
ried daughter, however, after her 
father’s demise, claimed that the change 
of beneficiary was invalid because of the 
fact that the father was mentally incap- 
able of making the change. It was 
shown that after this act the policy- 
holder continued to practice medicine 
for three years or more and that his 
crippled daughter assisted him on his 
calls and in keeping records. The court 
found the assured to have been mentally 
sound when the change was made and 
awarded the proceeds of the policy to 
the named beneficiary. 

= 8 
BENEFICIARY CHANGE VOIDED 

In the case of Hughes et al. vs. Mu- 
tual Life of New York, also before the 
Michigan supreme court, a change of 
beneficiary was voided on the ground 
that the policyholder was mentally in- 
capacitated at the time the change was 
made. In this case the policyholder had 
lived amicably with his wife for some 
37 years, but after a severe fall she had 
left him to go to live with a son. He 
stayed by himself and then went to a 
neighbor’s home for Thanksgiving din- 
ner and never left it from that time 
until he died the following Dec. 5. It 
was shown that he drank continually 
after reaching the neighbor’s house 
until Nov. 30, when he was unable to 
drink any more. Delirium tremens de- 
veloped and resulted in his death. He 
had summoned a lawyer and executed 
the change of beneficiary from his wife 
to the neighbors with whom he was 
staying. The change had been sent to 
the home office but was never made due 
to his death. 

The court held the assured to have 
been in a state of mental and physical 
deterioration and incapable of effecting 
the change of beneficiary. 





gulfeble Life Prewran ' 
< oF Tow 


Convention group of leading producers and home office executives of the Equitable Life of Iowa and their families who met at Edgewater Beach Hotel in 
Chicago recently. 


G. J. KUTCHER LEWIS STEARN 


Premier producers of the Northwestern Mutual Life who were accorded especial 
honors at the annual meeting of its Agents Association in Milwaukee this week| 
were G. J. Kutcher of New York City. leader in volume of new business, and 
Lewis Stearn of Minneapolis, leader in number of lives written. 


The newly elected officers of the St. Louis C.L.U. chapter are here 
shown at the annual outing (left to right)—James C. Greene, General 
American Life, president; Charles A. Elliot, John Hancock Mutual, vice- 
president; L. W. McDougall, Mutual Benefit, member executive committee, 
and Joseph T. Peterson, Guardian Life, secretary. 


The Edward A. Woods Company agency of the Equitable 
Society in Pittsburgh held its annual summer conference in 
Ocean City, N. J.. with President W. M. Duff in general charge. 
Vice-president W. J. Graham of the Equitable was a speaker. 


SAN FRANCISCO QUARTER MILLION 
ROUND TABLE GROUP TAKEN AT THE 
ANNUAL DINNER: 


Top row—Edgar F. Marbourg, Mutual 
Life, secretary; Gordon Coryell, Mutual 
Life; J. Wayland Barnett, Massachusetts 
Mutual; Edwin T. Golden, New York 
Life; Harry N. Lyon, Fidelity Mutual, vice- 
chairman; James V. Lawry, Northwestern 
Mutual; Harold Kay, New York Life. 

Bottom row—Erle L. Collins, New York 
Life; D. Allan Yambert, New York Life: 
B. H. Sellinger, Equitable Society: Mrs. 
Bruce N. Ashton, Connecticut General: 
George H. Bowman, New York Life, 
chairman; Robert A. Davies, New York 
Life: Homer E. Anderson, New York Life; 
Lloyd H. Berendsen, New York Life. 
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